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America Fore Assets 
Nearly Up To Billion 
Dollar Mark June 30 


Christensen Points to $994,855,562 
Total and $622,466,127 in 
Policyholders’ Surplus 


FIRST SIX MONTHS’ RESULTS 


Premiums Written by Entire Group 
for Half Year Ahead by 3.5%; 
Underwriting Profit Made 


Frank A. Christensen, president of the 
five companies comprising the America 
Fore Group, reports that the total assets 
of these companies at market quota- 
tions as of June 30, 1954, were $994,- 
855,562, an increase of $104,446,490 over 
December 31, 1953. In other words, the 
billion dollar mark in assets had al- 
most been reached by June 30. 

Total surplus to policyholders main- 
tained by America Fore Companies as 
of June 30 was $622,466,127, an increase 
of $96,399,798 over the December 31 
figure. 

The financial and operating statements 
of the America Fore Companies, show- 
ing the operating results of each for the 
six-month period ending June 30, reveal 
the marked progress made by each com- 
pany in the first half of 1954. 

Mr. Christensen points out that on a 
consolidated basis, eliminating the dupli- 
cation of affiliated companies, the assets 
at June 30 were $812,367,176, an increase 
of $75,667,278 over last December 31, 
and the total policyholders’ surplus at 
June 30 was $439,997,741, an increase 
of $67,620,586 since last December 31. 


Asset Gains by Individual Cos. 


By individual companies, the June 30 
assets were as follows: The Continental 
Insurance Co., $321,671,842, an increase 
of $35,025,161 over December; Fidelity- 
Phenix Fire, $281,744,542, an increase of 
$33,065,533 over December; Niagara 
Fire, $87, 836,514, an increase of $7,804,- 
587 over December; American Eagle 
Fire, $72,710,028, an increase of $6,294,- 
599 over December; and the Fidelity & 
Casualty, $230,892,636, an increase of 
$22,256,612. 

By individual companies, policyholders’ 
surpluses as of June 30 were: The Con- 
tinental, $229,825,440, an increase of $34,- 
588,043 over December; Fidelity-Phenix, 
$210,152,300, an increase of $33,032,544; 
Niagara Fire, $56,997,357, an increase of 
$7,594,750; American Eagle Fire, $45,- 
496,110, an increase of $5,086,621; and 
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Northwestern Mutual 
Meeting Dramatizes 
The Premium Dollar 


President Fitzgerald, Finance Com- 
mittee and Others Play Themselves 
in Skit Opening Convention 


1,700 AGENTS, WIVES THERE 
Play by Laflin Jones and Norman 


Olsen Gets Across Interesting 
Information About Company 


Milwaukee—The opening session Mon- 
day morning this week of the North- 
Mutual Life’s annual agents 

was held in Milwaukee’s 
and was the occasion 


western 

‘conventon 
Theatre 
dramatic 
a premium dollar was 


of a unique performance in 
‘which the life of 
traced realistically from the policyholder 
through the home office and into the 
outside world of business. The play was 
presented before 1,700 agents and wives. 
It replaced on the three-day convention 
program the traditional welcome address 
by President Edmund Fitzgerald, who, 
in the dramatization, played himself. 


Those Who Took Part 


Written by Laflin C. and Nor- 
man Olsen, staff members of North- 
western Mutual, the play dramatized 
the activity and effect of, the North- 
western Mutual premium dollar at work 
in the economy and the 
American home. 
committee and 
investment and 
even Mr. Fitzgerald’s secretary played 
themselves in the skit. Producér, Ken- 
neth ‘Greaves, active in Milwaukee dra- 
also played the role of an 


Jones 


American 
The company’s finance 
several officers of the 


loan departments and 


matic groups, 
insurance agent who puts the premium 
dollar in circulation. In keeping with the 
authenticity of their roles, Arnold Hilde- 
brandt and Janielle Hildebrandt acted 
as father and daughter which they actu- 
ally are. Gertrude Keene played Arnold’s 
wife. The play centered around the life 
of Oliver I. Dollar and showed in vari- 
ous scenes how he, as an insurance 
dollar, influenced and affected the lives 
of the Peter Piper family. On a broader 
scale, the finance committte and com- 
pany officers showed the audience what 
takes place at a typical finance meeting. 


Comments on Competition 


During the course of the play Mr. 
Fitzgerald, in his part as the president 
of the company, commented on the busi- 
ness of Northwestern Mutual, one par- 
ticularly interesting part being the fol- 
lowing on competition: 

“An extremely heavy pressure area 
right now is the currently strong wave 
of price competition in the industry. 
What kinds of balance does this effect, 
as we understand balance in the North- 
western? 
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THE MAN FROM EQUITABLE STEPS CONFIDENTLY INTO TOMORROW 


He can apply his full energies to his job, protected by one of 
the finest over-all security programs in the insurance field today. 


Insurance for the insurance man—Equitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 

The coverage available to Equitable repre- 
sentatives includes: 

@ group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insyrance* 


@ surgical expense insurance* 
@ basic medical expense insurance* 
@ major medical expense insurance* 


@ and retirement benefits that start at 65 
* for agent, wife and minor children 


More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 

A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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President Murphy’s 
Tribute to Founder 


SOUND FOUNDATION AT START 
Henry B. Hyde’s Original Vision and 
Initiative; Incontestable Clause 
Launched in 1879 
President Ray D. Murphy speaking 
at the Equitable Society’s anniversary 
banquet on Monday evening, paid a 
great tribute to the Society’s etsy Ao 
Henry B. Hyde, his vision, initiative and 
executive and production genius, which 
launched the organization on a sound 
basis from the beginning. He especially 
referred to Hyde’s foresight in remov- 
ing early restrictions in policies and 
his adoption of an incontestable clause 

as early as 1879. 


Sense of Equitable’s Greatness 


“I am sure that we all have a deep 
conviction tonight of the greatness of 
The Equitz ible, and the great service 
which it is performing. We should all 
feel proud to be connected with it. We 
should feel gratified in what it is con- 
tributing toward the prevention of hard- 
ship, through providing financial aid 
when death strikes down our fellow 
breadwinners. We should rejoice in our 
provisions for the means of support in 
old age, and for financial relief in ill- 
ness. The fact that all our activities are 
directed at the relief of human needs 
should make us feel that our own lives 
have counted in making the world a 
better place to live in. 

“Nor should we overlook the fact that 
the assets accumulated in life insurance, 
as a necessary means of meeting future 
claims, perform a vital role in our whole 
national economy while awaiting their 
ultimate use in claim payments. Through 
their investment in all sorts of indus- 
try, in utilities, in mortgages, in per- 
sonal and commercial housing, and in 
other economic activities, we help to 
make possible the economic expansion 
of the country and thereby the creation 
of jobs for our expanding population. 

“When we consider what life insur- 
ance is doing, and can do on an increas- 
ing scale in the future, we get an illumi- 
nating illustration of what great good 
can be accomplished through the co- 
operation of many people—for that is 
essentially what life insurance is—when 
that cooperation is vitalized by private 
initiative and private management. 

“Today, in 1954, we see what is being 
done and what can be done on a grand 
scale. I often wonder how far into the 
future the mind of our founder, Henry 
B. Hyde, projected the possible fruits 
of the seed which he was sowing when 
he established The Equitable in 1859. 
Think for a moment of the different 
situation which faced him at that time. 
People were living who remembered the 
announcement of the Declaration of In- 
dependence. Abraham Lincoln had been 
defeated for the Senate the year be- 
fore and would not be nominated for the 
presidency until a year later. The ten- 
sions leading to the war between the 
states were boiling up to a dreadful 


climax. Many of the young men who 
were to die on the bloody fields of 
Gettysburg were still carefree school 
boys. 


Situation at Society’s Start 


“On the day The Equitable was born, 
14 of our present 48 States had not been 
admitted to the Union, and much of the 
West was still governed under terri- 
torial status. The total population of 
the country was but 30 million. And 
of these 30 million, only some 20% were 
gathered into urban areas and 80% were 
living in rural territory, depending on 


RAY D. MURPHY 


the land rather than the pay envelope. 

“Such was the picture, so different 
from today, which confronted Henry B. 
Hyde as he decided that there was op- 
portunity ahead for another life insur- 
ance company. He was but 25 years 
old, but he had the vision, the energy 
and the ability, capped by great self- 
confidence, to go forward with his ideas. 
He raised the $100,000 capital necessary 
to start such a corporation, with divi- 
dends limited to 7%. He, almost single 
handed, secured advance applications for 
over $400,000 of insurance in order to 
permit the Society to be in business. 

“At the start he rented one room on 
the second floor of a building in lower 
Broadway at an annual rental of $900 
and furnished it with borrowed furni- 
ture. He paid some of the minor ex- 
penses out of what he described as his 
‘slender purse’ to make the establish- 
ment of the Society more secure. His 
broadness of spirit was made clear when 
he accepted the advice of older friends 
that, despite the dependence of the new 
venture upon him, he should not be the 
president, in view of his youth; but that 
a well-known lawyer, William C. Alex- 
ander, would add prestige to the budding 
enterprise by assuming that post. The 
only condition he laid down was that 
the salary of $3,000 which he had 
planned for the top responsibility should 
be shared equally between them. 

“Those early days furnish a fascin- 
ating story of the modest beginnings of 
a great idea, but I shall not give you 
more than these brief details to let you 
sense the scene. The significance which 
I hope you will draw out of it is that 
a great vision in the hands of an able, 
energetic and sound man can be the 
foundation of great results, results 
which could hardly be visualized in all 
their aspects by him who had the origi- 
nal vision and took ‘the initiative. But 
Henry B. Hyde had complete faith in 
the possibilities of his plan, and that 
faith was the cornerstone of the present 
Equitable in all its greatness. There 
has, therefore, come down to us by in- 
heritance a faith in the mission of The 
Equitable which should never be lost in 
the future. 

Hyde’s Personal Activities 

“But Henry B. Hyde’s life also illus- 
trates that faith must be accompanied 
by works. From the start he devoted 
himself to the sale of policies without 
which his venture would be but an idle 
dream. Beginning with two agents in 
1859, the Society concluded its first year 
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Big Field Gathering Marks Equitable Society’s 95th Year 


Equitable’s Group In Force 
Now Exceeds $11,250,00,000 


At the Equitable convention this week 
it was announced that the Society’s 
Group life insurance in force now ex- 
ceeds $11,250,000,000. Currently, the So- 
ciety receives more than 17 cents on 
every dollar spent for Group coverages 
in this country. Furthermore, it was 


stated that the Society now insures 26% 
of all Group Annuity contracts in the 
United States and receives 29% of the 
total annual consideration paid on this 
business. 

The Society now writes cases down 
to ten lives and this development alone 
has been responsible for a substantial 
increase in number of cases written, 
lives covered and dollar volume. 


Health Education Program 

The new health education program ot 
Equitable Society was described at the 
convention this week of the Society by 
Norvin C. Kiefer. The new program is 
on the general theme, “assurance of a 
fuller life.” First publication is a book- 
let on “vacationing—for fun, for health, 
for assurance of a fuller life.” Support- 
ing the booklet are three posters, one 
on vacationing in general, one on sun- 
burn and one on poison ivy. 

A special distribution of sample cop- 
ies of the booklet has been made to 
state and local health officers by the 
Society’s chief medical director. 


Equitable Society Founder 





HENRY B. HYDE 


The man who thought and 
launched the Equitable Life Assurance 
Society of the United States would 
naturally have been its first president 
but the directors he had interested in 
the new venture considered Henry B. 
Hyde too youthful at 25 to head a life 
He took the title 
of secretary but for some time the new 


out 


insurance company. 


society was pretty much a one man or- 


ganization in operation. He succeeded 


to the presidency on the death of Wil- 
liam C. Alexander, a lawyer, in 1874. 
Founder Hyde served the Society for 40 
years, his death occurring in 1899, 





Equitable Issues New 
Adjustable Whole Life 


MINIMUM AMOUNT OF _ $10,000 





Maximum Permanent Protection at 
Lowest Cost. May be Paid-up or 
Matured at Face Amount 





A new “Adjustable Whole Life Pol- 


icy” will be issued beginning August 2 
by Equitable Life Assurance Society, 
Alvin B. Dalager, senior vice president 


in charge of agency affairs, announced 
Tuesday at the anniversary conference. 
3y issuing this policy in a minimum 
amount of $10,000, maximum permanent 





B. DALAGER 


ALVIN 


protection will be made available to the 
public at the lowest possible cost, it was 
stated. 

In addition, the new plan will provide 
the policyholder with the opportunity of 
making the policy paid-up for its face 
amount, or having it mature for its face 
amount, without losing the financial 
benefit of the special basis of issue. 

“Such a provision for change accords 
with genuine insurance needs,” Mr. 
Dalager pointed out. “Many policyhold- 
ers, who in their earlier years have as 
their greatest need the maximum 
amount of low premium permanent in- 
surance that can be carried, find that in 
their later years they can better afford, 
and would like if possible, to pay up 
their insurance during their remaining 
working years, or to have the insurance 
mature as an endowment at the end 
of the working lifetime with a view to 
increased retirement income by use of 
optional settlements. Our special policy 
gives effect to these needs by provid- 
ing the policyholder with the options 
to adjust his insurance to a paid-up or 
an endowment basis at contractual pre- 
mium rates,” Mr. Dalager said. 


Options and Premium 


Specifically the options are as follows: 

Option A—Under this option pre- 
miums are increased at age 55 or ten 
years after the register date, whichever 
is later, to make the policy a paid-up 
whole life policy ten years after the 
election of the option. 

Option B—Under this option, pre- 
miums are increased at age 55 or ten 
years after the register date, whichever 
is later, to make the policy mature as 
an endowment ten years after the elec- 
tion of the option. 

“We will not impose preferred risk 


(Continued on Page 4) 
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EQUITABLE SOCIETY’S 95th ANNIVERSARY 





Banquet Marks 95th 
Equitable Anniversary 

HENRY B. HYDE FOUNDER AT 25 

Society Has Had Seven Presidents; 


Insurance in Force Today Stands 
at $21 Billion 





Equitable Life Assurance Society, 
third largest life insurance company and 
fifth largest corporation in the country, 
marked its 95th anniversary Monday at 
a banquet at the Waldorf-Astoria. Some 
3,500 field force representatives and 
other personnel from every state in the 
Union, who are in New York for the 
three-day anniversary conference, at- 
tended. 

Since its establishment in New York 
City on July 26, 1859, The Equitable 
Society has paid to policyholders and 
their beneficiaries more than $8,854,884,- 
000—nearly $1,600,000,000 more than its 
present assets of $7,262,340,000. Insur- 
ance in force stands at $21,000,000,000. 

Exactly 95 years ago Monday the So- 
ciety was “duly authorized to commence 
the business of insurance as provided 
in its charter.’ Two days later it 
opened its one-room office in the rear 
of the second story of No. 98 Broadway. 
Fourteen policies were issued that day. 


Hyde Founder At 25 


Henry B. Hyde, founder of The 
Equitable, although only twenty-five 
years old at the time, had an expert 
knowledge of life insurance. He had 
been cashier of the Mutual Life of New 
York, and his father, a general agent 
of that company, was the most success- 
ful life insurance salesman of his time. 

Considered by his newly-founded 
board of directors as “too youthful” to 
be head of a life insurance company, he 
was named vice president and William 
C. Alexander, a prominent attorney, was 
chosen as first president. 

“We had no clerical force at the 
start,” Mr. Hyde stated in his 25th an- 
niversary report to the board of direc- 
tors. “The actuary attended to all the 
necessary duties of the office, keeping 
the books and answering correspond- 
ence. One office boy, at $1.50 per week, 
and an outside copyist were our only 
assistants.’ 

“His capacity for work was a marvel,” 
the president of a major life insurance 
company once said of Mr. Hyde. Indeed, 
from the beginning the young executive 
and founder exhibited his genius as an 
underwriter. Most of the $433,000 of 
insurance pledged to the Society before 
its doors were opened was obtained by 
him. In the early days he frequently 
went around the city with Dr. Edward 
W. Lambert, the Society’s medical ex- 
aminer, w riting applications on the spot. 
And whenever a New York agent 
brought him a case which he could not 
close, Mr. Hyde put on his hat, went 
out with the agent and usually closed 
the case. In addition, he appointed 
agents, visited agencies as they were 
established, bought supplies, wrote let- 
ters, advertisements and _ canvassing 
documents, interviewed callers, passed 
on “risks” and constantly gave his at- 
tention to the finances of the Society. 

The Society had been in business less 
than two years when Fort Sumter was 
fired upon and four long years of civil 
war followed. Although this temporarily 
prevented the Society’s expansion in 
the South, its business developed so 
well throughout the Northern and 
Western states that by 1863 it had 380 
agents in the field and the close of that 
year was marked by a sum of insurance 
in force amounting to almost $10,000,000. 


Equitable Pioneered in Removing 
Restrictions 


When Hyde founded the Equitable 
there were many restrictions in life in- 
surance that today seem unbelievable. 
Unless a policyholder had written ap- 


proval, he could not undertake a voyage 
“on the high seas,” travel in those parts 
of the United States lying west of the 
one-hundredth degree of west longi- 
tude, or during the summer months any- 
where south of the southern boundaries 
of Virginia and Kentucky. He could 
not engage in a long roster of employ- 
ments. It often took two to three 
months for claims to be paid. 

From its early days, Equitable Society 
played a pioneering role in removing 
restrictions and liberalizing practices. 
A major innovation by the Society— 
one which startled the life insurance 
world of the day—was the introduction 
in all of its policies of a clause under 
which the contract became incontestable 
after three years. In recognition of the 
hardships suffered by policyholders due 
to long delays in payment of claims, the 
Society also pioneered in paying claims 
immediately upon receipt of proof of 
death. 


The Society’s Seven Presidents 


When William C. Alexander, the first 
president, died in 1874, Henry B. Hyde 
was elected president. Under his direc- 
tion The Equitable completed its first 
quarter-century with assets of more 
than $57 million and insurance in force 
amounting to $310 million. In 1899, the 
year of President Hyde’s death, the 
company passed the billion-dollar mark 
of business in force. 

James W. Alexander, who had been 
vice president for a number of years, 
was elected president in 1899 and served 
until his retirement in 1905. The fourth 
president of The Equitable was Paul 
Morton, a former member of President 
Theodore Rooseveit’s Cabinet. After his 
death in 1911, William A. Day was 
elected chief executive. 

The sixth president of the Society, 
Thomas I. Parkinson, a former Dean of 
Law at Columbia University and an 
Equitable vice president since 1920, was 
elected to the presidential office in the 
fall of 1927. During Mr. Parkinson’s 26 
years as chief executive, The Society 
showed tremendous growth, from ad- 
mitted assets of $967,000,000 to $6,550,- 
000,000. In the same time, insurance in 
force rose from some _ five-and-a-half 
billion dollars to almost four times that 
sum. When Mr. Parkinson was elected 
in 1953 to serve for one year as chair- 
man of the board, Ray D. Murphy be- 
came president and chief executive. 


President’s Murphy’s Career 


Long recognized as one of the na- 
tion’s top-flight actuaries, Mr. Murphy 
is a native of Springfield, Mass. A 
scholar in mathematics, he was elected 
to Phi Beta Kappa at Harvard where 
he received his degree Magna Cum 
Laude, in 1908. 

Embarking at once upon his actuarial 
career, he worked in turn for two New 
England life insurance companies, and, 
in 1912, became a Fellow of the Ac- 
tuarial Society. The following year he 
came to The Equitable as an assistant 
actuary. Advancing steadily in the com- 
pany in the actuarial field and the re- 
lated field of selection of risks, Mr. 
Murphy was named vice president and 
actuary of The Equitable in 1936. Two 
years later he was accorded the highest 
honor which can come to a man in the 
actuarial field—the presidency of The 
Actuarial Society. The Equitable hon- 
ored him with election as a director in 
1947, and in 1950 he was advanced to 
executive vice president and actuary. 

“Throughout every moment of its 95- 
year history, The Equitable has kept 
pace with the changing needs of a dy- 
namically growing nation,” Mr. Murphy 
said. “In a pioneering country, The 
Equitable has been, and will continue 
to be a pioneer. Its innovations, always 
initiated in the interests of the policy- 
holder, have become part of the ac- 
cepted pattern of life insurance. 

“Tn the early days,” Mr. Murphy con- 
tinued, “life insurance was slowly and 
steadily growing into a stabilizing force 





Society Invests Billion A. Year, Says 
Senior Vice President Charles W. Dow 


Charles W. Dow, senior vice presi- 
dent and chief financial officer of Equi- 
table Society, told the 95th anniversary 
convention of the Equitable that so far 
in 1954 the Society has continued its 
billion-a-year investment pace. This 
year’s investment picture, as of June 30, 
shows $270 millions, invested in securi- 
ties, or 60% of the total securities’ in- 
vestments. Invested in mortgage loans 
are $170 million, or 38% of the total 
investments. Other investments are $10 
millions. In the mortgage end of the 
business AHO loans represented the 
largest single category, amounting to 
more than $77 millions. “We are great 
believers in the AHO plan,” he said. 
These initials stand for American Home 
Ownership plan. 

The extent to which the Society has 
invested in the growing network of 
modern highways in the nation now is 
approximately $75 million, Mr. Dow re- 
ported. He cited the Society’s part in 
the construction of the Ohio, Southern 
State, and Indiana turnpikes, and the 
New York Thruway. 

Mr. Dow added that the Society’s in- 
vestments in new iron ore developments 
in Labrador and Quebec area and in the 
Messabi Range in Minnesota _ will 
eventually reach $80 million. 


Introduces Investment Officers 


Mr. Dow introduced the officers of 
the investment department who were 
seated on the stage back of him. The 
one longest with the Society is Mere- 
dith Laffey, vice president and treasurer 
whose service has extended more than 
34 years. The treasurer’s department is 
in charge of banking relations, purchase 
and sales of securities and custody of 
securities (the vault). Another officer 
introduced was John H. Muller, head of 
the residential mortgage department and 
vice president of the Society. 

Those presented from the securities 
investment department were Oliver 
Swensen, vice president; William R. 
Cowie and Hunter Holding, second vice 
presidents. The security investment de- 
partment is in charge of $4.6 billions, 
and more than 60% of assets; and pub- 
lic utilities, railroads, industrials and 
Governments. This group covers toll 
roads, iron ore properties, power plants 
for atomic energy, the airlines—in fact, 
the whole gamut of American indus- 
try. 

From the law department Warner H. 


Mendel, counsel, was introduced. He 
supervises all of the legal work in 
connection with every phase of the 


investment activities. “And in his spare 
time,” said Mr. Dow, “he runs the Sham- 
rock Hotel and McCarthy Oil Gas.” 
Introduced from city real estate de- 
partment were Dewey Hynes, vice pres- 
ident, and H. A. Yoars, second vice pres- 
ident. This department is in charge of 
the home office building, of the new 
San Francisco building of the Society, 
of various other projects, including Mil- 
waukee, Richmond and Atlanta proj- 





in the nation’s economic _ structure. 
Along with other life insurance com- 
panies, The Equitable put its invest- 
ment funds into ‘work clothes’ and 
helped the country’s expanding economy 
—its railroads, mills, farms, mines and 
cities. Today, Equitable ‘dollars, in- 
vested in American private enterprise, 
continue to work for the good of the 
nation and the Society’s family of more 
than 5,700,000 members.” 

The Equitable does business in each 
of the 48 states and maintains a field 
force of 8,000 life underwriters with 
111 agency offices located in the prin- 
cipal communities of the United States. 


ects, and the Gateway Center at Pitts- 
burgh. 


Variety of Farm and Ranch Loans 


From the farm mortgage department 
Mr. Dow presented Rin Howell, vice 
president, and Ely Ferguson, second 
vice president. This department is in 
charge of all farm and ranch loans. 
A great variety of properties are han- 
dled, including corn hog farms of the 
middle West, cattle and sheep ranches, 
dairy farms. A new development is that 
of tree farms. 

Introduced from the city mortgage de- 
partment was Glenn McHugh, vice pres- 
ident, who has been 27 years with the 
Society. The city mortgage department 
is in charge of more than $1 billion as- 
sets, mortgages on stores and apart- 
ments, hotels and warehouses, parking 
garages and industrial plants, hospitals 
and office buildings, which includes the 
Chrysler-Graybar loan of $40,000,000. 
Next large loan to be made will be 
$40,000,000 the Equitable will loan on a 
building across the street from the 
Chrysler Building in the Grand Cen- 
tral zone, New York. 

Mr. Dow also introduced Arthur Gil- 
bert, second vice president who was 
hired by Equitable after he left college 
in 1937. He is the only investment offi- 
cer not attached to a department. “He 
is on my staff in charge of keeping me 
out of trouble,” said Mr. Dow. 


Martin Scott Top Producer 
Of Equitable Society 


The Equitable Society’s top producer 
for the period in which Equitable agents 
qualified for the 95th Anniversary Con- 
ference, which period was from July 1, 
1953, to June 30, 1954, was Martin I. 
Scott, CLU, of the F. R. Shamel agency, 
Los Angeles, Cal. 

Mr. Scott, who joined the Society in 
1933, is a charter member of the So- 
ciety’s Group Millionaires Club. He has 
also been a member of the Society’s 
Million Dollar Club 11 times. He has 
been a director of the Los Angeles Life 
Underwriters Association of the Los An- 
geles Chapter of CLU. 

{f. Lee Alberts, Warren, Woody 
agency, Chicago, stood second in pro- 
duction for the anniversary year. 
Thomas A. Ferns, G. J. Woodward 
agency, Columbus, Ohio, was third. 


New Equitable Policy 


(Continued from Page 3) 


underwriting and will make the special 
plan available at appropriate extra pre- 
miums to substandard lives,” Mr. Dal- 
ager said. 

The new policy will replace The 
Equitable’s Ordinary Life plan for new 
issues in amounts of $10,000 or more. 


Annual Premium Per $1,000 of Insurance 


Adjustable Whole Life 


Issue Original 
Age Premium OptionA OptionB 
25 $17.46 $32.61 $51.42 
35 23.41 44.37 62.84 
45 33.28 63.59 81.22 
55 50.31 76.77 85.50 





Additional Coverage on 
Equitable Society Anniversary 
on Pages 10-11-12. 
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R. C. Gilmore Answers 
Location Criticisms 


A. D. CROW RAISED QUESTIONS 





NALU President Disavows Any Commit- 
ment to Those Getting Out New York 
Booklet on Headquarters 





R. C. Gilmore, Jr. of Bridgeport, 
Conn., president of National Associa- 
tion of Life Underwriters, has replied 
to an open letter sent to newspapers by 
A. D. Crow, general agent Lincoln 
National at Chicago and national com- 
mitteeman of the Chicago Association, 
in which the latter called upon the 
national president to state if a decision 
had been made that a separate office 
in New York would be necessary if 
headquarters was moved elsewhere and 
if the trustees had discussed the need 
for a further increase in dues if head- 
quarters was moved away from New 
York. President Gilmore’s answer to 
both questions is “No.” His letter to 
Mr. Crow follows: 

“This is in reply to your open letter 
of July 18, in w hich you express your re- 
actions to material quoted from a book- 
let regarding the location of NALU’s 
future headquarters which has just been 
issued by the New York City and New 

York State Associations. 

“In view of the fact that you for- 
warded to the press a copy of your let- 
ter I am also sending various press 
representatives a copy of this letter. 

“IT feel sure that you will recognize 
the fact that, regardless of your inten- 
tion to write me solely as an individual 
association member, because of your po- 
sition as National Committeeman of the 
Chicago Association of Life Under- 
writers, it is no more possible for you 
to speak personally on such a subject 
than it is for me as president of the 
National Association. 

“However, I deeply appreciate the 
thoughtful consideration of this matter 
which prompted your letter, and al- 
though you state that you wrote it 
more in confusion than in anger, I am 
constrained to feel that you have been 
most deliberate in your consideration of 
the article in question and that, cer- 
tainly in view of your rather pointed 
summary, your mind was far from con- 
fused. 

“You have requested in your letter 
that I inform the members of the Na- 
tional Council in advance of the Boston 
Convention whether: 

A decision has been made as to 
the necessity of a ‘separate office’ in 
the New York area if Headquarters 
are moved away—and if so, by whom? 

2. The Board of Trustees of NALU 

ever discussed a further dues increase 

being necessary because of Headquar- 
ters being moved away from New 

York. 

“The answer to both questions is ‘no.’ 
I have not discussed this matter with 
those people in New York State who 
were responsible for issuing their book- 
let, but I am of the opinion that their 
choice of the italicized words ‘we are 
advised that if NALU Headquarters were 
to be moved away from New York City 
it would be necessary - - - -’ was most 
ill-advised. I have determined that no 
one connected with NALU made such 
an official statement. Perhaps, upon fur- 
ther reflection, those responsible for this 
New York booklet would agree that 
the language was unfortunate, and of 
course, they are free to express them- 
selves in this regard if they wish. 

“To my knowledge the only mention 
that has been made of the possible ad- 
visability of some ‘separate office’ ap- 
peared in the report of the Committee 
on Headquarters Location, submitted to 
the Board of Trustees on April 19, 1953, 
and which stated, in referring to Wash- 
ington as a possible location for NALU 
Headquarters: ‘In the absence of a move 
to Washington, we shall be put to the 
expense of the maintenance of a sepa- 
rate office and a full time representative 





Four Advanced on Berkshire Life Home Office Staff 


HAMILTON M. REDMAN 


ALBERT L. HALL 


W. Rankin Furey, president, Berk- 
shire Life, announced the election of 
four officers to higher positions on the 
official staff of the company. 

Hamilton M. Redman, vice president 
and treasurer, was elected a member of 
the board to fill the unexpired term of 
the late Hale Holden who died on 
June 30. Merrill R. Tabor, secretary, 
was elected vice president and secretary. 
Albert L. Hall, general counsel, was 
elected vice » president and general coun- 
sel. Elgin R. Batho, associate actuary, 
was elected research actuary. 

Mr. Redman became vice president 
and treasurer in February 1951 when he 
was vice president and manager of the 
Trust Department, National Bank of 
Commerce of Seattle. For seventeen 
years he was connected with the Provi- 





MERRILL R. TABOR 





ELGIN R. BATHO 


dent Trust Co. of Philadelphia, being 
trust officer at the time he went with 
the Seattle bank in 1947. He was gradu- 
ated from Pennsylvania State College in 
1930. 

Mr. Tabor, a native of Pittsfield, 
joined the company in 1927 following 
graduation from Pittsfield High School. 
Starting as a mail clerk, and serving 
successively in the policy loan depart- 
ment, Pittsfield agency, accounting de- 
partment and as personnel director. He 
was elected assistant secretary in Feb- 
ruary 1943 and secretary in December 
1948. He has served as a director of 
the Life Office Management Association 
and is presently a member of the Elec- 
tronic Committee of that organization. 

Mr. Hall, graduate of Amherst Col- 
lege and Harvard Law School, was en- 





in Washington.” This reference to a 
‘separate office’ was referred to, at times, 
on the floor of the National Council. 

“IT do not think that it is necessary 
for me to comment any further with re- 
gard to my categorical negative answer 
to your second question. While I have 
served on the Board of Trustees dur- 
ing the past four years, we have never 
discussed the necessity for any further 
increase in dues beyond our present 
scale, authorized by the National Coun- 
cil and the Board of Trustees at the 
Cleveland Convention in 1953. 

“I have attempted to confine myself 
to specific answers to the two questions 
you posed, for I do not feel it is proper 
for me to enter into a discussion of 


other details in your letter. As Presi- 
dent, I have studiously avoided express- 
ing any personal opinions on location 
or on the excellent material that has 
been put out by the proponents of all 
the various areas simply because, as I 
pointed out at the beginning of this 
letter, it is not possible to separate a 
personal expression from an official po- 
sition. 

“It is my great good fortune this year 
to have a truly representative Board of 
and therefore, of course, I am; particu- 
larly pleased with your own expression 
of complete confidence in this Board. 
I hope and believe that the vast ma- 
jority of our members share this feel- 
ing.’ 





Farmers & Traders’ 
Battle for Control Ends 


MUTUALIZATION IS VOTED 





Stockholders Overwhelmingly Approve 
Program Endorsed by Officers, Di- 
rectors; Taber Tells of Fight 





A three-year effort to control the 
Farmers & Traders Life of Syracuse, 
N. Y., came to an end July 19 on which 
date stockholders at a special meeting 
voted overwhelmingly in favor of a 
mutualization program. The vote was 
2,467 for and 172 against this program. 

All officers and directors supported 
this program, and topping the list were 
Louis J. Taber, president, and 
W. Henne, executive vice president. The 


Edwin 


mutualization price under the program 
is $1,000 per share on the deferred pay- 
ment plan; $200 when the stock is de- 
posited, and not to exceed $100 on Jan- 
uary 1, 1955, with 3% interest on all un- 
paid balances until paid in full. 
Organized 40 years ago with Grange 
support, the Farmers & Traders Life 
has proved itself strong under such 
leadership and is regarded in the indus- 


try as one of the soundest of the smaller 
life insurance companies. 


Points to Wave of Speculation 


President Taber in reporting to the 
board of directors, pointed out that 
“there has been a wave of speculation 
in small life insurance companies for 
two reasons: (1) the chance to com- 
bine and sell to other groups and (2) 
the possibility of delaying, avoiding or 
reducing taxation. 

Efforts were made about three years 
ago to gain control of Farmers & Trad- 
ers, but there was strong support on 
the part of stockholders, agents, officers 
and Syracuse business leaders. Last fall 
a group of investment houses put up 
$100,000 and made a conditional offer of 
$900 a share. It was not successful and 
the offer was withdrawn this year. 

Court cases were instituted which have 
been settled largely in favor of the 
company. Many thought the struggle 
was over, but not until the vote was 
finally announced by the inspectors of 
election, was the matter settled. 

Attorneys for the Farmers & Traders 
are Benjamin E. Shove, William John- 
son, assisted by the company’s own 
counsel, D. Eaton Alvord. All officers 
and directors supported the mutualiza- 
tion program, Executive Vice President 
Henne being one of the strongest ex- 
ponents of mutualization. 

In his report to the stockholders, Mr. 
Taber called attention to the unlimited 
opportunities for future progress. “Our 
new A. & H., hospitalization, polio and 
franchise insurance activity is progress- 
ing. We will continue to boost life in- 
surance and prove that ours is a business 
with a soul.” 





gaged in private law practice in Wor- 
cester, Mass., until he joined Berkshire 
Life as attorney in 1937. An Air Force 
Intelligence Officer during World War 
II, he rejoined the company as counsel 
on leaving the service. In February 
1951 he was elected associate general 
counsel and in 1952 to general counsel. 
He is a member of the Massachusetts, 
Berkshire County, and American Bar 
Associations. 

Mr. Batho joined the Berkshire as 
assistant actuary in 1946. In December 
1948 he was elected associate actuary. 
He is a native of Manitoba and holds 
B.A. and M.A. degrees from the Uni- 
versity of Manitoba. Mr. Batho is a 
Fellow of the Society of Actuaries and 
the Casualty Actuarial Society. His in- 
surance experience has been with the 
Great-West Life; Bankers Life, Des 
Moines; and as assistant actuary from 
1930 to 1946 with Equitable Life of 
Canada, 
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New Book on Life 
Insurance Buildings 


COMPLETE BUILDING PROGRAM 





Author Architect Arthur O. Angilly, 
AIA; Published by Life Office Man- 
agement Association, New York 


A thorough study of building pro- 
grams, planning, costs location and all 
aspects of building for life insurance 
companies has been brought out by the 
Life Office Management Association. It 
covers a discussion of planning the 
building program, costs, design, site and 
selection of architect and builder. There 
are 18 exhibits helpful in illustrating the 
text. 

Author of “Life Insurance Buildings” 
is architect Arthur O. Angilly, ATA. 
Publisher is the Life Office Management 
Association, 110 East Forty-second 
Street, New York 17, where copies may 
be obtained. The price is $7.50 per copy. 
Add 20 handling 


charge per copy. 


cents postage and 


Examples of some of the chapter 
headings are: 

Planning the building program—pres- 
ent conditions; creation of a building; 
building council; planning procedures; 
example of planning—medical division; 
building progress—determination of 
need for new building, financial consid- 
erations, estimating future requirements, 
home office control of building program. 

Design considerations—general design 
considerations—alterations and additions, 
types of building, efficiency of work 
areas, flexibility, future growth, color, 
exterior appearance, maintenance and 
operation, design faults, solutions of 
space problems; environment—health: 
medical laboratory; food; dining facili- 
ties; recreation, lounges, places of as- 
sembly: auditorium; other fixed occu- 
pancy portions—executive and _ other 
offices: boardroom, private offices; file, 
storage and supply areas: specialized 
areas, toilet-rooms; systems, equipment 
and materials—air-conditioning: heat- 
ing, refrigeration; plumbing system: 
toilet-rooms; lighting systems: electric 
wiring, electric lighting; elevator and 
escalator systems: elevators and service 
facilities; delivery systems: mechanical 
delivery systems; acoustics: acoustical 
or sound-deadening treatment; equip- 
ment and materials: lockers and ward- 
robes, furniture, fixtures, office equip- 
ment and _ miscellaneous equipment, 
vaults, floors and floor coverings, mis- 
cellaneous’ electrical and mechanical 
equipment, communicating equipment, 
doors and hardware, partitions, railings 
and counters, windows, paints, clocks, 
printing department, disposition of 
wastes, fire protection, garage and park- 
ing space. 

Construction—selection of builder; let- 
ting of contracts—competitive bidding, 
methods of contracting for the execu- 
tion of the work, letting the work under 
one, several, or many contracts, the 
quantity system, invitation to submit a 
proposal, instruction to bidders, form of 
proposal, legal details of agreements, 
the standard contract documents of the 
American Institute of Architects, the 
short form of contract, bonds of surety- 
ship, selection of building contractors; 


the standard form of agreement between 

















MUTUALJLIFE INSURANCE COMPANY 
S0sTON, massacuuserTe 


BARCLAY 
7-1070 


Ed Allen 











Bob Jacobs 


Joyner Baltimore General 


Agent for Manhattan Life 





ALTON N. JOYNER 


Appointment of Alton N. Joyner as 
general agent of Manhattan Life in 
Baltimore with offices in the Equitable 
Building, has been announced by the 
company’s home office. 

Prior to joining The Manhattan Life, 
Mr. Joyner had his own insurance busi- 
A veteran of World War II, he 
was with Home Life in Baltimore for 
eight years as a field underwriter fol- 
lowing his discharge from the Army Air 
Forces in 1945. war, Mr. 
Joyner was in the underwriting depart- 


Deposit Co. of 


ness. 


3efore the 


ment of Fidelity and 
Maryland. 


New Group Annuity Rates 
For Life Co. of Virginia 


The Life Insurance Company of Vir- 
ginia has announced new Group an- 
nuity rates to its managers. The rates 
are based on the Life of Virginia 1954 
annuity table with 3% interest and a 
6% expense provision, and are applicable 
to single premium Group annuity poli- 
cies and to annuities purchased by funds 
under deposit administration _ policies. 
Two and one-half per cent interest is 
guaranteed on deposit administration 
funds prior to purchase of annuities. 

In conjunction with the new rates, it 
was announced that the current mini- 
mum requirement of at least 50 lives 
for a single premium or deposit admin- 
istration policy would be discontinued 
and that an extra administrative charge 
of 6% of the difference between the 
premium paid and $15,000 would be 
made for plans with less than $15,000 
in premiums. 





contractor and owner for construction of 
buildings; agreement between contractor 
and owner; execution of the work— 
changes in the amount of the contract, 
certificate of payment; a final work; 
moving into the new building. 


National L. & A. Makes 
Territorial Changes 


NEW TERRITORY ESTABLISHED 


T. P. Henderson, Jr. Becomes Manager 
In the Southwest; R. D. Outten 
Nashville District Manager 


Establishment of a new field territory 
and extensive 
torial area for closer supervision have 
been announced by the National Life 
and Accident of Nashville. The com- 
pany has also announced the advance- 
ment of Tom P. Henderson, Jr., Nash- 
ville district manager, to become man- 
ager of the new southwest territory. 

Mr. Henderson will be succeeded as 
district manager in Nashville by R. D. 
Outten, formerly manager in Hamilton, 
Ohio. 

The southwest territory will be made 
up of North Texas and all of Arkansas 
and Oklahoma and will include 28 dis- 
trict offices in that area. At the same 


rearrangement of terri- 


time, South Texas and Louisiana, em- 
bracing 29 district offices, will now be- 
come the Gulf Coast territory, and will 
be in charge of R. A. Sobel, who has 
been manager of the Texas territory 
prior to this rearrangement. 

According to the National 


nouncement, the new arrangement will 


Life an- 


make for a more compact territorial 


arrangement and a more even distribu- 
tion of the field supervision responsibili- 


ties. With these changes, the National 
Life field will be divided into seven 
territories, each having from 28 to 31 


districts. The changes are effective 
August 9. 

Tom P. Henderson, Jr. who becomes 
territorial manager, recently completed 
twenty years of service with the Nation- 
al Life, and during all this time has 
never missed a quota. He has been 
manager in Nashville since 1938 and has 
built his district into the largest in the 
company’s field on the basis of in-force 
business. 

A graduate of Vanderbilt University, 
Mr. Henderson won many honors in 
college. He was an outstanding athlete, 
winning nine letters in varsity compe- 
tition, captained the basketball team and 
played quarterback on the football team. 
In 1932, he was named by the late 
Grantland Rice on his All-America 
squad. 

Mr. Henderson is immediate past 
president of the Nashville Association of 
Life Underwriters, is a past president 
and a member of the board of the Nash- 
ville General Agents and Managers As- 
sociation, and is scheduled to participate 
in a panel discussion on the program of 
the annual meeting of the National As- 
sociation of Life Underwriters to be 
held later this year in Boston. 

An ardent golfer, he won the cham- 
pionship of his club, the Belle Meade 
Country Club in Nashville, for four 
years and was Nashville city champion 
in 1945, 

Mr. Outten who succeeds Mr. Hen- 
derson as Nashville district manager, is 
a native Kentuckian who joined the Na- 
tional Life in Huntington, West Vir- 
ginia and is also a twenty-year man. 


YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill. 


Hearthstone Insurance Co. of Mass. 
395 Commonwealth Ave. — Boston, Mass. 


Comined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 


Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 








President 





Cont’! Assurance Speeding 
Up N. Y. City Claim Service 


Continental Assurance Co. has estab- 
lished facilities for handling all New 
York City area ordinary insurance death 
claims in its eastern department offices 
in New York, Harlow G. Brown, vice 
president, has announced. The change 
will be made effective August 1. 

It is estimated that time saving will 
average three or four days, said Mr. 
Brown, and in occasional complex cases, 
the time reduction will be even greater 
because of eliminating correspondence 
with the company’s home office in Chi- 
cago. 

Coincident with this change, the Con- 
tinental is also adopting new simplified 
claim forms and procedures which again 
will mean further time saving in paying 
claims. Among steps taken was com- 
plete elimination of the undertakers’ 
statement and adoption of a claimants’ 
statement which will serve even on 
claims involving more than one claimant. 
Only one additional proof is required— 
either a physician’s statement or death 
certificate, whichever is more readily 
obtainable. 





In 1946 he was made supervisor in the 
eastern territory and later had a spe- 
cial assignment in connection with the 
company’s training program. He became 
manager in Hamilton, Ohio upon the 
establishment of a district office there 
in 1948 and has developed the district 
into one of the strongest in the eastern 
territory. 

Mr. Outten is a Mason and a Shriner 
and was recently commissioned a colonel 
on the staff of the governor of his na- 
tive state of Kentucky. 
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John L. Way Dies; Long 
Travelers Executive 


WITH COMPANY GROUP 75 YEARS 


Retired in 1924 After Distinguished Pro- 
duction, Agency Career; Director 
of 7 Companies 
John Latimer Way, a director and for- 
mer vice president of the Travelers died 
on Sunday, July 18, in Westbury, R. I. 
Mr. Way had been associated with the 

company for 75 years. 
Starting as a clerk in 1879, he was 








JOHN L. WAY 


made assistant to the agent in Nebraska 
and Jowa within a year. His immediate 
success is selling insurance to the coal 
miners in Iowa led to an appointment as 
special agent, and he then pioneered the 
marketing of insurance by rail and river 
boat throughout the Midwest. 

In 1890, he succeeded the state agent 
in Iowa and Nebraska, and took over 
an area that included Missouri, Arkan- 


sas and Texas. In April, 1903, he was 
elected second vice president of the 
Travelers. Nine years later, he was 


made vice president and in 1913 became 
charter vice president in charge of agen- 
cies. 

Though he retired in 1924, Mr. Way 
continued a deep interest in insurance 
affairs. He was a director of the Trav- 
elers Insurance Co., Travelers Fire, 
Travelers Indemnity, Charter Oak Fire, 
Aetna Insurance Co., World Fire and 
Marine Insurance Co., and the Century 
Indemnity Co. 

During the first World War, Mr. Way 
was chairman of the executive committee 
of the Soldiers and Sailors Council in 
Washington, D.C. This organization was 
set up by the U.S. Treasury Department 
to conduct a special insurance cam- 
paign among soldiers and sailors in ac- 
tive service. 


W. F. Good Field Supervisor 
Of Bankers National Life 


William F. Good, previously a_per- 
sonal producer with the Prudential, has 
been appointed by Bankers National 
Life, Montclair, N. J., as field super- 
visor in its agency department. His 
duties entail recruiting and servicing of 
general agents for the company. 

r. Good was connected with the 
Prudential for 34 years, attached to its 
East Orange, N. J., office, and qualified 
as a member of the Prudential’s Presi- 
dent’s Club in 1952 and 1953. 

A graduate of Seton Hall University, 
he served two years in the Air Force. 
He lives in Orange where he is presently 
treasurer of the Orange Republican 
County Committee. 


Manager at Portland, Me. 


For Connecticut General 
Connecticut General Life announced 
the establishment of a branch office in 
Portland, Me., and the appointment of 
Donald E. Abood as manager. 

Deane S. Thomas, who has been the 
company’s general agent in Portland for 
over 36 years, has asked to be relieved 
of managerial duties to concentrate on 
service to personal clients. 

The new Portland manager is a gradu- 
ate of Union College, Schenectady, N. Y., 


and joined Connecticut General in 1946. 
He has been assistant manager of the 
company’s Albany, N. Y., branch office. 

While serving as a navigator aboard 
a B-24 in Italy in World War II, he was 
awarded the Distinguished Flying Cross 
and Air Medal with 3 clusters. He was 
discharged as Captain in 1945, after al- 
most three years of service. 

Mr. Abood is a member of the Albany 
Association of He 
has been on the company’s personal pro- 
Honor Roll 


joining the company. 


Life Underwriters. 


duction every year since 


MARKS 20TH ANNIVERSARY 
The Ben Simon Agency, Norfolk, Va., 


celebrated its 20th anniversary with 
Lincoln National Life recently with a 
meeting and banquet. Walter O. Menge, 
president; Cecil F. Cross, vice president 
and director of agencies; and A. H. 
Hammond, superintendent of agencies, 
attended from the home office. Present 
also were LNL general agents John D 
Marsh, CLU, of Washington, D. C.; W. 
R. Beardslee, CLU, Montclair, N. J., and 


Roy B. Lanham, Baltimore. 





has the 
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Large, small and medium-size companies will find the 
Just right pension plan in the complete Massachusetts 


Mutual line. 


Massachusetts Mutual writes every type of pension 
contract, with maximum guarantees, full flexibility, and 


a wide choice of options: 


INDIVIDUAL POLICIES 


Pension and Profit Sharing Plans 

Retirement Income and Retirement Annuity Contracts 
Combination Plans with Convertible Life contracts and 
onversion charge 


conversion fund — 3% 


GROUP CONTRACTS 


Group Annuities 
Regular 
Deposit Administration 
Profit Sharing 


Group Permanent 
Retirement Income 


Convertible Life Plans — all forms 
Conversion Fund Riders 
Annuity Purchase Riders 


This complete line of quality coverages plus a favorable commission schedule makes 
Massachusetts Mutual a preferred company for brokers who are developing an ex- 
panding pension clientele. 


Aassachurel Malual 


ORGANIZED 1851 


From full-time representatives of other life companies we 
invite only surplus and special business. 


PLAN 

FOR 
PENSION 
PROSPECTS 


oc 
Deposit or Trustee Administration 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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Five Story Building of 
Solomon Huber Associates 





wt Nt 


Main Building of Solomon 
Huber Agency 


Or, June 28th the Solomon Huber As- 
sociates in what is probably the first 
move of its kind on the part of a life 
agency in New York City 
moved into their own modern five story 
52nd Street, west of 


insurance 


building at 56 East 
Park Avenue. Simultaneous with this 
step the newer Associates were installed 
in another newly purchased building at 
485 West 22nd Street which will hence- 
forth be the agency’s teaching and train- 
ing center. 

A number of innovations mark the 
52nd Street property which was bought 
for all cash by Mr. Huber above a pur- 
chase money mortgage of $100,000. For 
example, all offices are set up for one 
and two man occupancy, a well appointed 
lobby doubles as a waiting room with a 
receptionist in charge; a conference 
room is available for client interviews 
whenever other offices are taken, shower 
facilities; a built-in, concealed Murphy 
unit comprising an electric stove and 
refrigerator are located on the fifth 
floor; a four-passenger self-service Otis 
elevator is already installed. 

Decorated by Michael D. Schwartz, 
noted architect, the building has been 
completely refurnished with tan tone 
steel desks and other equipment. Fluor- 
escent lighting has been used through- 
out with every office wired for air con- 
ditioning. Library facilities have been 
provided as in the former quarters ex- 
cept that selected volumes and important 
tax services have been located at various 
strategic points in order to make them 
easily accessible. A nicely carpeted stair- 
way leads to a lower level which is set 
up to serve as both a meeting area and 
as private offices. The wall paper effect 
along the stairway has been made up of 
worthless securities along the lines of the 
famous billion dollar gold room of the 
San Diego Athletic Club. This section 
will be utilized for showing the agency’s 
own Estatology stripsound film, How To 
Plan Your Estate, to clients and pros- 
pective clients and will also house other 
film equipment such as desk viewers 
which depict the demonstrator pages of 
the Estatology Preliminary Interview as 
well as the Video Board which enables 
an Associate to set up one to ten pages 
on a magnetized background while talk- 
ing to a client. 

The building which is of limestone and 
brick was purchased from L. W. Froh- 
lich Company, Inc., national advertising 
agency, which had spent over $75,000 in 
altering the premises during the term 
of their occupancy. 

In the fall the Associates expect to 
hold a series of house warming affairs 
for clients and industry representatives. 





Richard A. Hurd Promoted; 
Succeeded by J. H. Billue 


Richard A. Hurd, former manager of 
the planning and methods department of 
the home office of the Life Insurance 
Co. of Georgia, Atlanta, has been pro- 
moted to coordinator of office opera- 
tions. John H. Billue, former adminis- 
trative assistant in the general clerical 
and accounting department, succeeds 
Mr. Hurd. 

A native of Bessemer, Ala., Mr. Hurd 
joined the Life of Georgia in 1950 as 
manager of the planning and methods 
department. Prior to that date he was 
employed by the First National Bank 
of Bessemer. He is a graduate of the 
Alabama Polytechnic Institute at Au- 
burn and during World War II served 
with the U. S. Army in Europe. 

Mr. Billue is a native of Irwinton, Ga. 
He joined the Life of Georgia home 
office staff as a member of the general 
accounting department in 1947. He was 
promoted to assistant manager of that 
department in 1948 and in 1953 was 
named administrative assistant in the 
general clerical department. A graduate 
of the University of Georgia, Mr. Billue 
also attended Emory University and 
Middle Georgia College. He served with 
the U. S. Navy in the Pacific during 
World War II. 


Assistant Agency Director 
Of American General Life 


Cecil Mitchell has been appointed as- 
sistant agency director of the American 
General Life of Houston. This an- 
nouncement was méz ude by Ford Mun- 
nerlyn, vice president and agency di- 
rector. Going to American General on 
February 15, 1954, he has been doing 
supervisory work for the agency force 
during that time. 

Mr. Mitchell has been in the life in- 
surance business eight years and has 
during that time been a personal pro- 
ducer and a manager having lived in 
San Antonio and Tyler. 

Mr. Mitchell will be in charge of the 
western division of agencies of the 
American General Life and will spend 
much of his time working with the 
managers of this group of agencies. 


S. N. Murphy Appointed 
By Penn Mutual Life 


D. Bobb Slattery, vice president of 
Penn Mutual Life, announces the ap- 
pointment of Stanley N. Murphy as the 
company’s general agent in Jackson, 
Miss., succeeding J. N. McLean. Desir- 
ous of retiring from active agency man- 
agement after forty years’ service, Mr. 
McLean will continue his affiliation as a 
personal producer. 

A life and qualifying member of the 
Million Dollar Round Table, Mr. Murphy 
was born in Eldorado, Illinois. After 
graduation from the University of IIli- 
nois, where he had been a member of 
the track team, he instructed cadets at 
Jefferson Military College. Two months 
after joining Penn Mutual in 1941 he 
was called for active duty with the armed 
forces. Commissioned a lieutenant col- 
onel on the staff of General Omar Brad- 
ley, he was later transferred to head- 
quarters of the First Army to serve as 
assistant armored officer on the staff 
of General Hodges and assisted in form- 
ulating plans for the initial Normandy 
landings and subsequent operations. 

Mr. Murphy is president and a mem- 
ber of the board of directors of the 
Natchez Chamber of Commerce and a 
Trustee of Jefferson Military College; 
and is a past vice president of the Mis- 
sissippi Life Underwriters Association. 


Law Department Promotions 
Made by New York Life 


The appointment of three counsel and 
four assistant counsel in the office of the 
general counsel of New York Life has 
been announced by Clarence J. Myers, 
president. It also was announced that 
John F. Denissen has been appointed 
assistant counsel in the company’s Chi- 
cago law office. 

Attorneys Bernard E. Doherty, Earl 
S. MacArthur and Philip J. Lynch, who 
also was an administrative assistant, 
were promoted to counsel and M. Frank 
Amann, Irving D. Burstein, John F. 
Gleason and James V. Phelan to assis- 
tant counsel. Mr. Denissen has been an 
attorney in the company’s Chicago office 
since 1925 and in charge of the office 
since 1942, 











to the right man. 


know of this ad. 


93 Nassau Street 





MANAGER OF LIFE SALES 


We now have a staff of full-time fieldmen in the Metro- 
politan New York area selling and servicing association, 
group and individual accident and health business. We 
have more than 15,000 premium-paying policyholders 
among the members of professional and other associations 
in the New York Metropolitan area. 


We need a qualified man to develop life sales in the Metro- 
politan New York area with our present staff and to add 
new men who are capable of cashing in on what we believe 
to be the biggest and potentially the most profitable list 
of life prospects controlled by any agency in the city. 


The man we want is probably not under 30 or over 40. He 
may be a supervisor or assistant manager but it is vitally 
important that he know how to sell life insurance to sub- 
stantial as well as average buyers. 


This is a responsible position with most unusual oppor- 
tunity for future growth, Earnings will be based on results, 
including over-all profits of the agency as well as current 
life sales. There will be a substantial minimum guarantee 


Please reply in confidence giving essential details of your 
personal history and business experience. 


Box No. 2260 
The Eastern Underwriter 


Our agents 


New York 38, N. Y. 




















Colonial General Agent 


In Bergen County, N. J. 





WILLIAM J. ROGERS 


The appointment of William J. Rogers 
as a general agent for Colonial Life was 
announced by Eric G. Johnson, vice 
president. The appointment of Mr. 
Rogers, who will maintain offices at 
214 Main Street, Hackensack, N. J., is 
in line with the company’s expansion 
program and in acknowledgment of the 
rapid growth and development of the 
Bergen County area. 

The opening of this new Colonial gen- 
eral agency in the county seat will make 
the company’s many life insurance facili- 
ties more readily and immediately avail- 
able and more effective to the thousands 
of old and new families in this area. The 
John C. Conklin Agency of 210 Main 
Street, Hackensack, which has acted as 
general agent during the period of 
planning and organizing the new office, 
will continue to represent the Colonial 
as agent. John C. Conklin, president 
of the Conklin agency, and a director 
of Colonial Life, expressed today his 
gratification over the establishment of 
the new office and the increased serv- 
ices that would accrue to Colonial policy- 
holders in Bergen County. 

Mr. Rogers is a native New Yorker 
and an alumnus of Fordham Preparatory 
School and the University of Notre 
Dame. Shortly after his discharge from 
the armed forces he became athletic 
director of Brooklyn Preparatory School 
where he coached their championship 
basketball and baseball teams from 1946 
to 1951. 

His life insurance career began in 1951 
and he enjoyed unusually good success 
as both an agent and assistant manager 
ai the past three years with Pruden- 
tia 

He is a member of the Notre Dame 
Clubs of New York and New Jersey, 
the Life Underwriters Association of 
New York, the Life Supervisors Associa- 
tion, the New York Athletic Club and 
the Knights of Columbus. 


New Post for R. N. Lewis 


Richard N. Lewis, CLU, Austin mana- 
ger for Great National Life of Dallas 
and currently vice president of the Life 
Underwriting Training Council, has been 
elected vice president and agency direc- 
tor of his company to succeed Charles 
E. Gaines, CLU, who resigned to return 
to the Institute of Insurance ge 
SMU, as associate director, Lewis 
who started as an agent in M37, is a 
former president of both the Austin and 
Texas Associations of Life Underwriters 
and has been chairman of the TALU 
legislative committee for the last four 
years. 
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John Hancock Fieldmen 
At Home Office School 


HELD IN BOSTON, JULY 19-30 


Many Subjects Covered During Two- 
Week Course; Home Office Officials 
Address School 


Augmenting their selling skills with 
two weeks of intensive study, 11 gen- 
eral agency representatives of the John 
Hancock attended the company’s July 
home office basic school in Boston, 
July 19-30. 

Representing Hancock general agen- 
cies in six states, all the men have had 
several months to a year’s experience 
in the field. They are Nick P. Bunch, 
El Paso; John H. Chamberlin, Seattle; 
Russell E. Dodds, William C. Henry, 
Jacob P. Rothbard and Dana L. Sargent 
of Boston; Charles E. Dunlap and Don 
E. McGee of Fort Worth; Otis Mc- 


Daniel, Nashville; Lloyd N. Newman, 
Philadelphia; and Donald P. Tura, Los 
Angeles. 

Actual field conditions are simulated 


whenever possible during the basic 
school, in order to provide the agents 
with “on-the-job” type training. Follow- 
ing classroom lectures, the class divides 
into small discussion groups, and each 
agent is given opportunity to drill and 
rehearse sales presentations and benefit 
from the criticism of the experts. 


Subjects Covered 


Subjects covered during the course of 
the two-week school are basic settle- 
ment options, mortgage redemption, so- 
cial security, sales talks, planning, pros- 
pecting, veterans benefits, records and 
personal efficiency. 

Speakers included R. Radcliffe Mas- 
sey, vice president of the Hancock’s gen- 
eral agency department; Gordon B. 
Tones, assistant treasurer; Thomas A. 
Walsh, assistant underwriting director; 
Howard A. Nelson, manager of the gen- 
eral agency division of the underwrit- 
ing department; and Ernest L. Sullivan, 
manager of the beneficiary and settle- 
ment option division of the company’s 
policy departments. Leonard S. Frieden, 
a former student of the course and now 
a member of the company’s general 
agency in Norfolk, Va., also addressed 
the group. 

Basic school instructors are Austin H. 
Feltus, sunerintendent of general agen- 
cies: E. Wavne Wood. assistant super- 
intendent; Grady H. Forgy, Jr., CLU, 
assistant manager of field training; Wil- 
liam F. Kiel, Jr., CLU, assistant mana- 
ger of field service. 


Northwestern National 
Agency Appointments 


The appointments of Rav E. Bean as 
branch office manager of Northwestern 
National Life’s agency development at 
Springfield, Missouri and Carlton J. 
Beasley, as assistant maanger of the 
Central Kansas agency at Wichita, Kan- 
sas, were announced by W. R. Jenkins, 
NwNL first vice president. Mr. Bean 
was formerly assistant manager of the 
Central Kansas agency, while Mr. Beas- 
ley was district manager in the Spring- 
field office. 

In his new post Mr. Bean will be re- 
sponsible for the development of an en- 
larged territory which will include not 
only a number of additional counties in 
Southwest Missouri but in Southeast 
Kansas and Northeast Oklahoma. 

As assistant manager of the Central 
Kansas agency, Mr. Beasley will assist 
Agency Manager Herbert Ihde in 
NwNL’s rapidly expanding operations in 
the Kansas area and will receive man- 
agement training under the direction of 
Mr. Ihde. 

A graduate of Southwestern Missouri 
State College, Mr. Dean joined NwNL 
at Springfield in 1950, while Mr. Beasley 
joined the company at Pierce City, Mis- 
souri, also in 1950. 


Ordinary Life Sales 


North Dakota showed the greatest rate 
of increase in Ordinary life insurance 
sales in June with Wyoming second and 
Iowa third, it is reported by the Life 
Insurance Agency Management Associa- 
tion, which has analyzed June sales by 
states and leading cities. Countrywide, 
Ordinary business increased 2% in June, 
compared with June, 1953, while North 
Dakota sales gained 28%, Wyoming 24% 
and Iowa 20%. 


GEORGE P. LANCASTER DEAD 

George P. Lancaster, regional mana- 
ger of the southeastern territory of the 
John Hancock, after a 
short illness. 

Mr. Lancaster had been a member of 
the Hancock staff for nearly 20 years. 
He joined the company as an agent in 
Philadelphia in 1934, and later became 
assistant district manager, then regional 
supervisor. In January, 1949, he was ap- 
pointed regional manager of the south- 
eastern regional territory. 


died recently 


Provident Mutual Gains 
Provident Mutual’s new paid business 
for the first six months of 1954 totaled 


$77,287,951, an increase of 9.87% over 
the corresponding period of 1953. In- 
surance in force rose to $1,607,476,000. 
New investments for the first six 
months of 1954 totaled $53 million, yield- 
ing a gross return of 4.17%. Outstand- 
ing investments showed a gross yield of 


3.66% on total ledger assets of $717,577,- 
000 as of June 30, 1954, as against a 
3.53% yield on the same date last year. 
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Aaeute Discuss Sales 
In Major Medical Cover 


CAUTION ABOUT PROSPECTING 
Should Not Be Hit or Miss, Says 
Albany Agent; Sales Methods 
of Charlotte Agent 
Philip J. Sancher, Jr., A. J. Cassidy 
agency, Jacksonville, Florida, was chair- 
man of the forum on Major Medical 
Equitable Society convention here this 

week. 

In opening the forum he pointed out 
“Major Medical is ‘Mending Money.’ 
It is responsible for mending you, your 
loved ones, and your bank account in 
event of any serious accident or illness.” 

Coverage Easy to Sell 

Isabel Sacher, F. W. Hill agency, Al- 
bany, declared that the coverage is 
simple to sell, but only when the right 
prospect is being dealt with. “Don’t 
wait for the delivery interview to ex- 
plain the term. He will want protection 
against the kind of claim that can 
cripple him financially,” he said. These 
claims are not the run of the mill sick- 
ness or injury, such as appendix, frac- 
tured arm and so on, but those that will 
take a month’s time and a few hundred 
dollars to cure 

“In such hospital cases as cancer, 
tuberculosis, major injuries, it may take 
months, sometimes almost a lifetime be- 
fore a patient can get back to work. 
The bills for medical and hospital treat- 
ment may run into many thousands of 
dollars. These are catasthropes and 
the only answer is catasthrope insur- 
ance 

“When selling Major Medical, the 
thing to do is to build up and explain 
whatever basic plan is in force, and, 
finally, tell how Major Medical steps in 
where the present plan leaves off. 

“in the selling interview I show my 
prospect a list of prominent business 
and profession: il men and women in my 
community to whom I have sold the 
Major Medical policy. That also appeals 
to their efforts to ‘keep up with the 


Joneses. 
Sales Methods of B. C. Ashcraft 


Jen C. Ashcraft, H. S. White agency, 
Charlotte, N. C., outlined his method of 
using an actual case as a selling point 
in his Major Medical interviewing. 

“It is helpful to show the prospect an 
example of a claim payment,” Mr. Ash 
craft explained. “The particular one I 
use shows in-hospital expenses of $4,720 
and out-of-the- banotte il expenses of $855. 
These expenses are itemized. On the 
left hand margin of the page, with the 
prospect’s help, I itemize the maximum 
benefits from his present hospital in- 
surance. 

“A space is provided at the bottom to 
enter the total benefits of his present 
plan. He then clearly understands what 
he would recover in total from both 
policies 

“At the bottom of this page, I list 
some of the policy provisions, including 
a statement that payments for expenses 
incurred for normal childbirth and treat- 
ment of nervous or mental diseases or 
disorders are listed as exclusions in the 
policy. 

“This example of claim payment 
works for me; it gives me a track to 
run on; it vividly illustrates to the pros- 
pect —_ the policy operates. 

“I often ask the prospect if he would 
sell bis TV, automobile or home if he 


had to in order to pay hospital and 
doctor bills for a member of his family. 
His reply is always ‘yes. 

“T ask the prospect if he would not 
feel better to have an insurance com- 
pany stand between him and major 
medical expenses, at least up to a $7,500 


’ 


Honor Group Record of 
J. N. Pfeil, Pittsburgh 


TOTAL COVER: _ $1,411,980,000 
Groups He Has Personally Written 
Cover 225,780 Employes in 


51 Concerns 





At a luncheon given in the Waldorf- 
Astoria on July 27 by the Equitable 
Society, John M. Pfeil of Pittsburgh 
was honored for having produced $1,- 
411,980,000 of Group insurance since he 
began writing that coverage for The 
Equitable. He is with the Speer Agency. 
Merle A. 
charge ot 
discussed Mr. Pfeil’s achievements as a 


Gulick, vice president in 


Equitable’s Group department, 


Group billionaire. 

The Pittsburgh agent was also the 
first president of the Equitable’s Mil- 
lionaires Club which celebrated its 20th 
anniversary this week. Mr. Pfeil has 
been a Group Millionaire for 31 con- 
secutive years and has sold Group pol- 
icies covering 225,780 employes and their 
dependents in 51 business concerns. He 
also has qualified for the Society Mil- 
lion Dollar Club 22 times. 

The Pittsburgh agent is an electrial 
engineering graduate of Pennsylvania 
State alas who was employed by 
Westinghouse before his Equitable 
career began in 1923. Mr. Pfeil is a 
member of the executive committee of 
soy Scouts of America and is on the 
executive board of the Order of the 
Arrow. 


Some Pfeil Clients 


Among Mr. Pfeil’s Group clients are 
American Rolling Mill Co., Duquensne 
Light, Edgewater Steel, Management 
Controls, Inc., Mellon National Bank 
and Trust Co., National Board of 
YMCA, National Electric Products, Na- 
tional Steel, Pittsburgh Corning Corpo- 
ration, Pittsburgh Glass and Westing- 
house Electric and Manufacturing Co. 
In numerous other outstanding cases 
Mr. Pfeil worked jointly with other 
Equitable representatives. 


Call Salary Savings 
Rich, Untapped Market 


One of the forums at the Equitable 
Society’s 95th Anniversary Conference 
this week at the Waldorf-Astoria was 
on Salary Savings which was discussed 
as “one of the richest but untapped mar- 
kets for our product.” Lawrence E. 
Andersen, who led the agents in Salary 
Savings sales in 1953, is a member of 
the F. W. Heuer agency, Los Angeles. 

Among those who discussed this sub- 
ject were Louis Millman, F. W. Hill 
agency, Albany, N. Y.; Charles B. 
Fisher, H. C. Johnson agency, Atlanta; 
Joe W. Cook, CLU, Fitzhugh Traylor 
agency, Indianapolis; and Varnell O. 
Padgett, S. W. Coombs agency, Oak- 
land, Cal. 

Among Salary Savings points made ‘n 
the discussion were these: 

Helps keep top management sold on 
the importance of life insurance. both 
from the living and dying point of view. 

A fine opportunity for a new man to 
find a specialty. 

Furnishes a consistent income each 
month, regardless of time spent or de- 
gree of success during that particular 
month. 

From insurance” standpoint a_ fine 
leveler as so many persons are covered 
in a business establishment and there 
are so many establishments to cover. 





maximum. I ask him if he doesn’t think 
it would be a good idea to see if he can 
qualify for the coverage. I do these 
things in most interviews.” 





Atmosphere Of Life Insurance 
As Seen By Robert L. Hogg 


In addressing the 95th Anniversary Con- 
vention of Equitable Society this week 
Waldorf-Astoria, Robert L. Hogg, senior 
vice president, discussed the atmosphere of 
life insurance. He said in part: 

I have just heard a most interesting 
and informative report as to the actu- 
arial operations of the Equitable and 
you will later have similar reports of 
those charged with the responsibilities 
of investment and agency operations. 
From these reports I am sure you will 
be impressed with the way in which the 
operations of the business of a success- 
ful life insurance company must be in- 
tegrated. 

I wish to supplement these reports 
with some observations as to collateral 
factors which likewise determine the 
fortunes of the business. It is true of 
Equitable operations just as it is true 
of institutional operations, that success 
depends upon the atmosphere in which 
the individual company as well as the 
institution operates. It makes no differ- 
ence how attractive a policy may be, 
how astute the investment officer, or 
how dynamic the sales force, successful 
operation is not possible if the atmo- 
sphere is not conducive to factors that 
create a desire on the part of the public 
to buy as well as ability of the public 
to buy. 

In a broadest sense, this means that 
whatever affects the life insurance busi- 
ness affects our 90,000,000 policyholders, 
and what affects that many citizens like- 
wise affects our business. 

Legislation Determines Atmosphere of 
Life Insurance 


The greatest single factor that deter- 
mines our atmosphere is legislation. 
Specifically, we are interested in any- 
thing and everything that makes our 
product more attractive to the public. 
For example, the buying public is ex- 
tremely cost conscious. What we sell 
must be competitive. Right now the 
business is in the throes of the develop- 
ment of a permanent formula for taxing 
the income of the companies. We have 
been struggling with this problem for 
30 years. The public and a large seg- 
ment of our own business do not know 
why. This is in face of the fact that 
$3.50 out of every $100 the policyholder 
pays is in effect a tax upon the right to 
save to meet his own future social re- 
quirements. Our difficulties in educating 
the public is that the life insurance busi- 
ness is unlike any other business. There 
are basic differences among companies. 
There are differences because of method 
of doing business. Stock operations are 
different from mutual operations. There 
are multiple line operations. Many com- 
panies have single line operations. 

As among the companies themselves 
these differences probably can be recon- 
ciled. The trouble comes from the phil- 
osophy of income taxation. The life 
insurance business is a long-range busi- 
ness. Commercial business is not. In 
commercial business probably 90% of 
the transactions are initiated and com- 
pleted within a 12-months’ period. 


A Difference Between Life Insurance 
and Commercial Business 


It may be easy to determine a profit 
and loss position in a 12 months’ period 
so far as commercial business is con- 
cerned, but not as to life insurance. 

Again, it is a long-range business. Our 
own Society, for example, is currently 
making payments under a contract en- 
tered into 87 years ago. Obviously, it is 
not possible to determine profit or om 





in the life insurance business within a 
limited calendar period. There is a dan- 
ger in trying to do so. 

To attempt to do so would mean a 
control over factors of operation, valua- 
tion of assets, formula for the payment 
of dividends to policyholders that would 
in future mean Federal regulation of 
the business. This the business does not 
want. 


The Optimistic Side 


On the optimistic side, we are encour- 
aged to believe that the business may 
be able to present a prevailing viewpoint 
on a formula that will yield to the Gov- 
ernment ample revenue, and, at the 
same time, avoid most of the difficulties 
to which I have just referred. We also 
encourage the belief that we may be 
able in a new formula to restore the 
Group Annuity business and trusteed 
pension plans to a competitive position 
with trusteed uninsured operations. 

Further, on the affirmative side we 
are reasonably sure that there will be 
released to the annuitant from the pres- 
ent illogical 3% formula to be replaced 
by one which will determine taxation 
income on the basis of life expectancy. 

Probably a life insurance policy, un- 
der pending legislation will gain its 
proper recognition as personal property 
for estate and gift tax purposes. The 
unrealistic premium payment test we ex- 
pect to pass out of the picture. 

These are but a few rambling remarks 
to illustrate that life insurance continues 
to maintain its recognition as a great 
social service. 


Publishes Daily Paper 

The Equitable Society got out daily 
papers covering the events of its 95th 
anniversary and copies of it were cir- 
culated at the Waldorf-Astoria and the 
two other hotels which are headquarters 
for Equitable people this week. The 
other hotels are Essex House and Savoy 
Plaza. 


Mrs. Schofield Tells of 


Insurance Career Appeal 
Opportunities in life insurance for 
women were discussed at the Equitable 
Society’s convention this week by Hazel 
G. Schofield, H. C. Johnson agency, 
Atlanta, who joined the Society in 1935. 
In 1953 she became a member of the 
Society’s $600,000 Club. 

In Mrs. Schofield’s opinion a woman 
has as much a chance to succeed in life 
insurance as a man. There is a differ- 
ence, however, in how she enters the 
business. At the start a man_ usually 
choses a career and then gradually gets 
married, has children, a home and nu- 
merous civic activity, to say nothing of 
a hobby or two. But a woman usually 
has had this experience as she begins 
her career; so by necessity she must 
face up to certain very realistic facts 
of life. 

3ut, just like a man,” she continued, 
“she becomes a one person business with 
no capital stock, just her time and 
ability. 

“At the start a woman just as is the 
case with a man begins because she is 
in need of income; wants to make 
money. But later she becomes inspired 
by the greatness of the business; by 
what she has done and can do for 
people. This comes after having been 
in the business a while, traveling the 
road of self discipline so necessary for 
success, struggling to correct her faults, 
developing her aptitude and skill.” 
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Tribute to H. B. Hyde 


(Continued from Page 3) 


with an agency staff of 229. While many 
of these agents devoted only part of 
their time to life insurance sales, having 
other occupations as well, Mr. Hyde be- 
lieved in the financial opportunities of 
full-time sales work, and constantly en- 
couraged men to undertake it. 

“Mr. Hyde’s personal activities per- 
meated the conduct of the business. At 
the start he and the first actuary, 
George W. Phillips, performed the of- 
fice work and conducted the correspond- 
and had the help of one office 
copyist. In the 
Mr. Hyde in- 


supplies, 


ence, 
boy and an _ outside 
midst of all this activity, 
terviewed callers, purchased 
took many trips to establish new agen- 
and recruit agents, wrote sales pro- 
motion and advertising copy, and then 
went about New York City selling life 
insurance. Indeed, he often got up from 
his desk, and went out with an agent in 
the middle of a busy day to persuade 
an important but reluctant prospect. to 
sign an application. Certainly, no one 
could ever say that Henry Hyde was 
lacking in appreciation of the vital im- 
portance of agency work in the success 
of a life insurance company. 


cies 


Complex Services Today 

such interest in sales en- 
deavors, it is a far cry from the limited 
knowledge of life insurance possessed 
by these early field pioneers to the ex- 
tensive knowledge required of the mod- 
ern life underwriter. The applications 
of life insurance services today involve 
complexities and opportunities quite un- 
known to our original sales representa- 
tives. It is necessary today, and I ven- 
ture to predict that it will be even more 
necessary in the future, to give agents 
expert educational training, a constant 
flow of instructional and promotional 
material, such assistance as is given to 
complex underwriting problems by our 
Special Services division, and guidance, 
particularly to the newer men, both in 
knowledge and in sales technique such 
as is available through our managerial 
system. The whole modern movement 
of placing life underwriting on a high 
professional level is a response to the 
higher level of usefulness attained by 
the life insurance business. The future 
of our Society, in its growing social im- 
portance, in its successful pursuit of 
business, and in its public standing, de- 
mands our continuous effort to make 
available to our agency force the very 
best there is in agency education and 
training. We have been proud to be- 
lieve that we have been a leader in that 
respect, and we shall bend every effort 
to continue to be a leader. 

“Henry B. Hyde held a combination 
of two basic ambitions which are as 
fundamental to us now as they were to 
him then. One was to seek liberaliza- 
tions in the terms of contracts offered 
to the public, and in company prac- 
tices which would benefit policyholders, 
and at the same time to adhere to sound 
principles. He frequently stressed these 
two objectives. I believe we can prop- 
erly claim that these have always been 
our objectives. But to realize what they 
meant to Mr. Hyde, we should recall 
the terms of policies that were in use 
in 1859. There was no such thing as an 
incontestable provision, and it was pos- 
sible for a company to attempt to defeat 
a death claim by asserting that there 
was concealment or an incorrect state- 
ment in the application long years after 
the issue of the contract, when proof 
of the facts had become difficult. Travel 
by the insured was severely restricted 
in the policies. Travel to the far west 
would incur an extra premium of from 
2% to 5% of the face of the policy. 


“Despite 


Travel to Europe or to parts of South 
America required permission from the 
company or the payment of an extra 
premium. Engaging in various occupa- 
tions which were deemed to be hazard- 
ous also might carry severe penalties. 
The issuance of policies without re- 
strictions thus giving the insured com- 
plete freedom of action was unknown. 
It was common practice also not to 
promise immediate payment of claims 
upon presentation of proof of the death 
of the insured but to delay payment for 


60 to 90 days while the details might 
be looked into. 
“One by one, as Mr. Hyde became 


convinced that restrictions on policy- 


holders could be removed without im- 
periling the young institution he re- 
moved them. Of these various steps 


probably the most dramatic was his in- 
troduction of the incontestable clause in 
1879. It was typical of his desire for 
sound practice that he took this step 
only after careful observation of the 
care being exercised in the initial selec- 
tion of risks, and the reliance which he 
had learned from experience could be 
placed on that selection. Two years 
later he had the courage to promise im- 
mediate payment of claims upon receipt 
of proofs of death without waiting the 
usual 60 to 90 days for investigation. 


Progress Springs From Service 


“It may seem to us 
of liberalization such as 
mentioned were obviously proper. 
remember that conditions were 
different in those days from what they 
are today, and that the business of life 
insurance was still in the experimental 
stage in many respects. The important 
lesson to be learned from Mr. Hyde's 
example is that progress in our busi- 
ness springs from an innate desire to 
improve our service to policyholders and 
to strengthen our offers of service to 
the public; but that before we can de- 
cide that a change is an improvement, 
we must satisfy ourselves that the 
change does not imperil our soundness. 

“Henry B. Hyde’s life was a drama 
which might well inspire any young man 


now that 
those I 


steps 
have 

But 
quite 


as he starts his career today. It is 
fitting that we pay testimony to him 
on this July 26 which well might be 
called Founder’s Day. Social and eco- 
nomic times have changed greatly since 
his era and with those changes prob- 
lems have altered. The social uses of 


life insurance have multiplied. The op- 
portunities for service to our people by 
life insurance companies have greatly 
expanded. The knowledge and skill of 
life underwriters in applying life insur- 


ance services to the multitude of social 
needs has progessively reached higher 
and higher levels. New types of cov- 
erage have been inaugurated to meet 
the developing needs of a changing 
economy. At the same time the old 
basic needs for insurance are present 


among our growing population, compli- 
cated by modern day taxes and made 
greater by the higher cost of living. 
“The greatest honor which we can pay 
to our illustrious Founder is to pledge 
ourselves to a continuation of his pur- 
poses, his energy, and his point of 
view. Let us all, with unity of purpose, 
whatever part we play in this great 
enterprise and whatever changes in the 
economy may face us, determine that 
we shall never fail in The Equitable’s 
work to further the public interest by 
spreading a protective shield over the 


needs of our fellow Americans. 
“On this note I close this dinner. May 
all of you from the field both enjoy 


and profit from the agency conferences 
which are being held; and as you re- 
turn home, may you feel an added pride 
in your connection with this grand old 
institution and added enthusiasm for the 
part vou are playing in it. There will 
go with you the goodwill of your fellow 
workers. May we all go forward into 
the future in a spirit of rededication to 
The Equitable, resolved to spread its 
good works to ever increasing heights.” 









The Corporate Insurance Market 


The healthy condition of the corpor- 
ate insurance market was discussed at 
Equitable Society’s convention in New 
York this week by William D. David- 
son, CLU. It was in a forum about mar- 
kets, chairman of which was Harry 
Steiner, CLU. 

Mr. Davidson, W. V. Woody agency, 
Chicago, joined Society in 1933, and has 
been a consistent million dollar pro- 
ducer. 


Large Influx of New Business Since 


End of World War II 


He began his talk by saying that there 
have been thousands of new businesses 
started since World War II with many 
new ones constantly being established. 
Furthermore, there has been a tremend- 
ous growth among older businesses to 
the extent that business insurance pro- 
visions made several years ago are 
wholly inadequate today. Also, he said 
the experience of all who have done 
much work with business men has been 
that of finding it much easier to obtain 
commitments for substantial amounts 
of premiums as long as the company is 
paying it. They are much more accus- 
tomed to spending money in substantial 
amounts in the company than they are 
personally. 


A Quote About Small Businesses 


the U. S. 
business 


report of 
small 


Quoting from a 
Senate Committee on 


tre- 
business 


designated as having a 
mendous amount of value in 
situation Mr. Davidson read: 

“In these years of high taxes on in- 
dividual incomes, as well as on business 
earnings, it is all but impossible for the 
major owner of a -held corpora- 
tion to diversify his holk lings sufficiently 
to give the estate sufficient liquidity to 
meet death levies. For the same _ rea- 
sons, his heirs are often unable to meet 
the estate-tax payments without. sur- 
rendering control of the company. 

“Furthermore, since there is little 
market demand for the securities of a 
small, closely-held corporation, the 
remaining source of funds for meeting 
estate taxes is represented by other 
companies in the same industry who 
are able to utilize the equipment, in- 
ventory, and good will of the concern.” 

Mr. Davidson cited what he had found 
in his experience to be valuable in “dis- 
turbing the thinking of businessmen 
concerning problems relating to their 
businesses—and_ the life insur- 
ance to solve these problems.” 

He pointed out that “there are many 
situations in which purchase or 
stock retirement plans are in order, and 
of course, a large number in which ‘they 
are not, and shouldn’t be assumed to be 
However, the question of valuation of 
stock interests in a closely held corpora- 
tion is always a real concern to most 
stockholders, whether such a plan is in 
order or not.” 


which he 


closely 


sole 


use of 


stock 


Not Hard To Write Pension Trust Cases 


A forum on pension trusts at Equitable 


Society’s conference here this week had 


Charles A. 


Cummins, 


as its moderator 

CLU, E. C. Wentcher agency, Chicago. 
Others on panel were William L. Spen- 
cer, CLU, J. Fred Speer agency, Pitts- 
burgh; Hans E. Wirsing, W. J. Duns- 
more agency, New York City; Hinson 
S. Sibley, D. D. Edmunds agency, Birm- 
ingham, Ala.; Raymond B. Anthony, M. 


R. Riskin agency, Chicago; Neal O’Sul- 


livan, L. M. Wilson agency, Oklahoma 
City; and W. L. Bradway, CLU, Ron 
Stever agency, Los Angeles. 

In discussing the mechanics of pen- 





Bayless Says Agents Must 
Not Scatter Tew Efforts 


J. Bayless, W. E. Burney Agency, 
said one of the advantages of 
insurance business is its wide 
oper ration. At the beginning 
almost all of his efforts were spent in 
the sale of Annuities and Single Pre- 
mium Life Insurance. That was natural 
because he had been in the investment 
business before entering insurance. As 
rag experience grew, he began to write 
Salary Savings also and that led up to 


Roy 
Denver, 
the life 
range of 


his taking up programming, pension 
trusts and other fields. However, he 
warned against agents attempting to 
cover too much territory in the protec- 


tion field. There are some in which an 
agent can specialize. 

In summing up he said: “I doubt if 
any of us is capable of mastering all of 
the fine things we have to sell. If that 
is true, it seems to me that it would 
be wise for each of us to learn a great 
deal about a few of our coverages and 
then, rather than lose business by an 
ineffectual presentation of something we 


know nothing about, utilize the knowl- 
edge of others in our organization 
through joint work.” 


sion trust 
that the 

known, 
“trust,” 
far more 
the facts 
chanical 


business Mr. Spencer said 
complexities, unseen and un- 
which rise from the magic 
with its legal connotations, are 
formidable to the agent than 
warrant. He outlined the me- 
aspects of a typical pension 
trust case, pointing out that in his 
opinion the most difficult was the ob- 
taining of a qualified prospect. 

“The only unusual element in a pen 
sion trust sale is the requirement of a 
pension trust instrument which is the 
job of a lawyer to write, and, therefore, 
really is the smallest difficulty involved 


word 


in the sale,” he said. “In my opinion 
it is not difficult to sell and understand 
a pension trust.” 

R. B. Anthony on Market 


In discussing the market for pension 
trust plans Mr. Anthony said that “cor- 
porations are the prime prospects.” Con- 
tinuing he said: “Partnerships are some- 
times progressive enough in their think- 
ing to set up plans even though the 
partners cannot participate. Non-profit 
organizations are perfectly pros- 
pects even though the tax approach is 
not applicable as far as the organization 
is concerned. The tax situations still 
apply, however, as far as the employes 
are concerned.” 


1 
zZooG 


Agency Management School 

The 128th school in agency manage- 
ment for men from Ordinary Life com- 
panies was conducted by the LIAMA 
from July 12-23. The school, held at 
the Edgewater Beach Hotel in Chicago, 
had 71 men in the class, representing 29 


companies. These men came from 19 
states and Canada. 
The Chicago school director was Brice 


F. McEuen, director of schools for the 
association. The staff included: Donald 
Bramley, senior consultant; Lewis W. S. 
Chapman, director of company rela- 
tions; William O. Cummings, con- 
sultant; Charles K. Reid, consultant. 
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Public Buying Larger 
Average Policies Now 


MEETING INFLATION SITUATION 
In Period Since Dollar Began to Lose 
Value Equitable’s Average Policy 
Almost Doubles 


The public is buying larger policies 
than it did in order to have sufficient 
protection in view of the fluctuating 
value of the dollar which has been cut 
in half since the inflationary period 
started. 

In commenting on this situation 
Charles W. Kellogg, a director of the 
Equitable and also chairman of its 
uwency committee, said that in this pe- 
ried the average-sized policies of the 
Equitable had almost doubled. The in- 
crease has been 96%. Mr. Kellogg, who 
is an honorary member of Edison Elec- 
tric Institute, made this comment in his 
talk closing the morning session the 
first day of Equitable’s 95th anniversary 
convention here. 

Saturation Point Not Reached 


Mr. Kellogg gave reasons why insur- 
ance companies continuously want to 
increase their volume of insurance in 
force. He said that a growing organiza- 
tion is an effective organization. It 
cannot stand still. It must either go 
forward or go backward. He is quite 
sure that the saturation point has not 
been reached. It is a long way from 
being reached, he said The growth in 
assets of insurance in force in such an 
insurance company as the Equitable has 
been remarkable in view of all the eco- 
nomic storms the country has encoun- 
tered, to say nothing of the two big 
World Wars. In spite of all these situ- 
tions the Equitable has increased the 
volume of its insurance in force and its 
assets every year without exception. 

The speaker paid a tribute to Thomas 
I. Parkinson, former president and 
chairman of the Society, and one 
achievement in that the Equitable made 
more than $200,000,000 in profits on se- 
curities during his administration. 


EQUITABLE AD CAMPAIGN 


Featuring New Adjustable Policy, It 
Starts in Newspapers, Followed by 
Radio and Magazines 
The advent of the Equitable’s new 
special rate policy, which it calls The 
Adjustable Whole Life policy, will see 
the inaugural of a large advertising 
campaign by the Society. “This policy 
is no secret,” said Vice President Alvin 
B. Dalager in his talk to the Society’s 
convention this week in which he an- 
nounced the new contract. “We want 

the world to know about it.” 

The first of the advertising will start 
in next Monday morning’s daily papers. 
It will be followed by radio commercial 
announcements. After Labor Day the 
Society enters the magazine advertising 
columns. Such mediums will be used as 
Life, Saturday Evening Post, Collier’s, 
Look, the four outstanding farm maga- 
zines and the weekly news magazines. 

\ special sales promotion campaign 
has also been prepared. 


Klem Introduced Department 
Insurance Operations Heads 


Walter Klem, senior vice president of 
Equitable Society, in charge of insur- 
ance operations, explained these opera- 
tions to the Equitable’s 95th anniversary 
convention at Waldorf this week, and 
then introduced to the convention some 
of the heads of departments. They in- 
cluded four actuarial officers and seven 
in other insurance administration. The 
departments, in ldition to actuarial, 
were those Being to do with cashiers, 
claims, controller, home office ndedate- 
tration, medical, policy issue and under- 
writing. 


° 
Present Agency Executives 
During the Monday morning opening 
session of Equitable’s 95th anniversary 
Senior Vice President Alvin B. Dalager, 
chairman of the business sessions and 
who is in charge of Equitable’s agencies, 
introduced to the convention Samuel A. 
Burgess and Vice President Merle A. 
Gulick. Mr. Burgess then introduced a 
number of field vice oN ce Mr. 
Gulick, some executives in the Group de- 
partment, including Nathaniel E. Hore- 
lick, second vice president. Among 
others introduced on the stage during 
the session were Charles B. Corcoran, 
second vice president in charge of sales 
promotion; and Clarence B. Metzger 
second vice president in charge of edu- 
cation and training. 


Conn. Mutual to Build 
Home Office Addition 


President Peter M. Fraser of Con- 
necticut Mutual Life has announced that 
architects have begun preliminary work 
on plans for an additional wing for the 
company’s home office at 140 Garden 
Street, Hartford. The new wing, which 
is tentatively planned for the north side 
of the building, will balance the south 
wing and will follow the same gener ral 
Georgian architecture of the rest of the 
building. 

When the Connecticut Mutual moved 
into its home office in 1926, it had 350 
employes. Prior to that the company 
had been located for more than 50 years 
at the corner of Main and Pearl Streets. 
In 1940, the Connecticut Mutual had 
603 employes and the insurance in force 
was $1,062,000,000. Today, there are 916 
employes and insurance in force has in- 
creased to $2,754,000,000. 


Embry P. Eve Named for Ga. 
By American Bankers Life 


American Bankers Life of Miami has 
appointed Embry P. Eve, Jr. as state 
supervising general agent for Georgia 
with headquarters in Atlanta. A native 
of that city, he has had 19 years’ in- 
surance experience. For the past eight 
years he has served the Coastal States 
Life of Atlanta in various capacities. 

Mr. Eve will maintain a brokerage of- 
fice in Atlanta in addition to establish- 
ing and supervising agencies throughout 
the state. 

American Bankers operated in 23 
States, and in less than two years’ 
active operation has over $40,000,000 in 
force. The company operates mostly in 
the south and southwest, and is engaged 
in credit life as well as ordinary busi- 
ness, 


Secretary of Army Stevens 
To Appear on “Search” Show 


Secretary of the Army Robert T. 
Stevens will be heard as guest speaker 
on Tuesday, August 3, when the drama- 
tic and important subject “Blood—River 
of Life” is presented on the Institute of 
Life Insurance - Mutual Broadcasting 
System program “The Search That 
Never Ends.” 

Mr. Stevens will emphasize the con- 
tinuing military and civilian need for 
America’s all-out support of its whole 
blood program, especially as it relates to 
war casualties, civilian accident cases, 
and our present civilian defense needs. 

This nationwide MBS feature is heard 
Tuesdays, from 9:30 to 9:55 p.m., EDT, 
and locally over WOR, New York, Sat- 
urdays, from 9:00 to 9:25 p.m., EDT. 

Mr. Stevens’ portion of the broadcast 
will originate in the Pentagon, Wash- 
ington, D. C. 


NAMED ASSISTANT MANAGER 

Melvin M. Mertz, Springfield, Minn., 
has been named assistant manager of the 
Minneapolis branch office of the New 
York Life, it is announced by Henry 
Leivestad, manager. 
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E. J. NOURI NEW SUPERVISOR 


Appointed by Schmidt Agency, New 
York; Had Colorful Foreign Career 
Before Entering Life Ins. Field 
The appointment of Edmond J. Nouri 
as agency supervisor in the Schmidt 
agency of New England Mutual Life in 
midtown New York is announced by H. 

Arthur Schmidt, general agent. 

Mr. Nouri brings to the Schmidt 
agency a background successful full- 
time production of life insurance, plus 
governmental experience on the interna- 
tional level both before and after World 
War Il. 


art of public relations and skilled as a 


A linguist, he is versed in the 


writer. His war service was with the 
Army Intelligence Corps in the China- 
Burma-India theatre. 

sorn in Baghdad, Iraq, Mr. Nouri was 
educated at French and English schools 
and at Baghdad College, which was an 
American college started by the Jesuits 
in 1932. 
for two years with the Ministry of Fi- 


Thereafter he was associated 


nance and Department of Economic and 
Financial Intelligence Service in Iraq. 
He came to United States in 1937 to 
complete his education. He studied at 
Cornell College in Mt. Vernon, Iowa; 
Georgetown University’s School of For- 
eign Service and at Columbia Univer- 
sity, New York, majoring in interna- 
tional relations. 

His first assignment was with the 
Free French delegation in New York 
City where he was a news broadcaster 
in Arabic for short wave radio stations. 
These broadcasts were designed to coun- 
teract Nazi propaganda in North Africa 
and the Near East. After the U. S. en- 
try into World War II, Mr. Nouri joined 
the Office of War Inform: ition in New 
York and became assistant editor of 
the “Victory Magazine,” published in 
several langu: ges. He also wrote politi- 
cal and economic articles for New York 
dailies and “Asia Magazine.” 

During World War II Mr. Nouri 
spent three and a half years in the Army 
Intelligence Corps and as correspondent 
for the China edition of the “Stars and 
Stripes.” He ranked as master sergeant. 

3efore entering the life insurance field 
he was associated with the Steel Export 
Co. as a special assistant on the Far 
East. He was also a member of the 
U. S. Steel Mission which surveyed 
Pakistan’s economy and industries. 

Mr. Nouri’s first life insurance con- 
nection in 1950 was with the Harold A 
Loewenheim agency of Home Life of 
New York. Specializing in estate plan- 
ning and business insurance, he has 
averaged $500,000 paid-for for the past 
two years. He has passed four parts of 
the CLU examinations and took his final 
examination in June. His collateral ac- 
tivities include work with the Dale Car- 
negie Institute where he has directed 
courses in public speaking and human 
relations and civic activities in Alpine, 
N. J., where he lives. 





Heads Brooklyn Branch 





MORRIS M. BESSO 


Morris M. Besso, manager, Metropoli- 
tan, was recently elected as branch 
3rooklyn branch of the 
Life Underwriters’ Association of the 
City of New York, Inc. 

Mr. Besso, who was born in Greece, 
entered the life insurance business in 


president, of the 


1919 as an agent for his company in 
the Williamsburgh district, was advanced 
to assistant manager in 1925 and became 
a manager in 1933. He is a member of 
the Metropolitan’s Veterans Association, 
having served in World War I and of 
his company’s managers association. 

During World War II, he served on 
his local Selective Service Board and is 
still a member of local Board No. 35 
in Brooklyn. Mr. Besso has completed 
all of his company’s training courses 
and is a graduate of LUTC. He has 
been a member of the Brooklyn branch 
of the Life Underwriters’ Association 
since its inception and has held all 
offices and many important committee 
chairman assignments. 

Mr. Besso is a member of the Spanish 
and Portuguese Synagogue in New 
York City and is very active in many 
civic, charitable and religious organiza- 
tions. 

The following officers were also 
elected: George A. Simmons, Phoenix 
Mutual, administrative vice president; 
Arthur H. Bikoff, Aetna Life, educa- 
tional vice president; Edward C. Dohse, 
Prudential, membership vice president; 
Murray S. Klein, Metropolitan, public 
relations vice president; Maurice Blond, 
Mutual Trust Life, secretary-treasurer. 
The following directors were elected to 
serve through June, 1957: Bernard Ber- 
gen, Mutual Trust Life; Carl E. Haas, 
Continental Assurance; and Arthur 
Schainkin, Prudential. 

















moe 02 te th ee ee bee os 08 


ee ee ae 





























July 30, 1954 


UNDERWRITER 
—=——_——__— 



















Northwestern Drama 


(Continued from Page 1) 


“We are proud of the balanced treat- 
ment accorded all Northwestern policy- 
holders. We would not have to hedge 
or weasel to explain to any policyholder 
his treatment as compared to that of 
another policyholder who has purchased 
a different amount or plan, or who has 
chosen to die, surrender, or use a non- 
forfeiture benefit at some different policy 
duration than the first policyholder. 

‘But there are strong industry forces 
operating in relation to this balance. No 
one here is prepared to accept second 
place for Northwestern in the overall 
long-term fight for cost supremacy—but 
if the traditional balance for all is to be 
maintained, it may not at the same time 
be possible to lick every loss leader and 
special designed to give advantage to 
the few. 

“A related 


factor in the current in- 
dustry price race has to do with the 
agent’s commissions. 
know, the 


3y some compan- 
ies, aS you may buyer is 
offered a cheaper policy at the expense 
of the agent. And the agent is supposed 
to like this because he may be able to 
policies. The 
whether he can sell more 


sell more question is 





and how long 
he can—particularly if all competing 
companies are driven to pursue the same 
course as the few. Will such a develop- 
men really enlarge the market? We 
wonder. We think there is a serious 
question of the ultimate effect on the 
compensation of the American under- 
writer. 

“But this, too, is a force to be studied 
and reckoned with. It is a force applied 
from outside and exerted upon what we 
in Northwestern believe has been a good 
balance between the marketability of our 
policies and what the agent is paid for 
selling and servicing them. We _ have 
carefully watched this balance over the 
years and have moved it in favor of the 
agent as industry developments, needs 
for higher level of performance from 
agents, and increased service require- 
ments have placed a higher value on 
his contribution. Such developments as 
the Retirement Plan in 1942, persistency 
fees in 1947, and the compensation in- 
creases of 1952 are evidence of this. 
We would not like to have to make 
moves to protect the Northwestern 
agent’s market at the expense of the 
value and quality of his services. 

“Looking at the market from another 
angle, there are always internal and ex- 
ternal forces applied toward getting us 
to extend the scope of what we have 
to sell: more plans, new plans, more 
ages, more facilities for pension under- 
writing, substandard, and so forth. We 
believe that extended scope means some 
dilution of effort, and our balance has 
been maintained over the years in the 
direction of doing a selective job and 
doing it extremely well. We believe, too, 
however, that the balance point of 1945 
may not be the proper balance point of 
1955. We believe in motion and change 
but—and this is not by accident—we are 
admittedly deliberate and slow. In a 
long-term business like ours everything 
of consequence must be decided at least 
twice against the background of good 
times and against the background of 
bad times in terms of its consequences 
tomorrow and after we’re all dead and 
gone.” 





More Northwestern Mutual 
Convention News on 
Pages 16 and 17 








New Sales Records Set 
By Northwestern Mutual 


Milwaukee—Two records have 
been set in sales of new life insurance 
by agents of the Northwestern Mutual 
Life Grant L. Hill, vice 
president and director of agencies. Sales 


new 


according to 


for the first six months of this year to- 
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taled $270,639,861, a record high for this 
period and a 2.2% increase over the 
first half of 1953. 

The other record to fall was the June 
sales figure. With 
$42,000,000, the 


crease of more than 18% over June last 


sales in excess of 


month showed an _ in- 
year, making it the largest June produc- 
tion on record. 


The leading agency for the company 
for June was C. R. Eckert, Detroit, with 
sales of $3,810,320. He also led the 91 
general agencies for the first half of 
1954 wtih sales totaling $9,411,866. 

As of the end of June, Northwestern 
Mutual, the nation’s sixth largest insur 
ance company, has $7,388,008,901 of life 
insurance in force. 



























































































A “Giant Brain” 
that’s Strictly Business 


IBM’s new 702 Electronic Data Processing 
IN NoKoallatem olalate Mom ialcmallle[-Me-taelgens <1) ollale| 
and accounting requirements of insurance 
firms the speed and capacity of giant scien- 
tific computers. 


mech Mact ol Mulliclirmesmiclarmelire mile lg 


on its magnetic tapes (shown here), process 
this vast quantity of data, and produce the 
results in the form you require. Accounting, 
billing, commission statements, dividends, 
policy status, claims, home office and field 
office collections and servicing—the com- 
plex operations of the insurance business 
olgem Yetacolauil-xe Mel mille laity ol-1-16 8 

This is automation of insurance account- 
Mate Mol Micmalle al-rime(-\Z-1(e) lus 

International Business Machines 


oS 
590 Madison Avenue, New York 22, N.Y 


World’s Leading Producer of 
Electronic Acc 


unting Machines 
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Human Values Needed In Successful 
Operation of a Brokerage Agency 


By ARTHUR MILTON 
General Agent, Postal Life, New York City 


In the following the author expresses 
his ideas, 
the human ve success m 
operating a brokerage repre- 
sents the main points in the address which 
Mr. Milton delivered at the recent Postal 
Manor, Pa.: 
James B. Conant’s 
saying: “Behold the turtle! He makes 
progress only when he sticks his neck 
out.” Everyone knows that the turtle is 
immobile when he holds his neck in. 
That is what I am doing—sticking my 
neck out in assuming that my way of 
operating an agency office is a sufficient 
base from which to impart my ideas 
and philosophies to you. 
The salesman is most important 
not the Willie Loman (Death of a Sales- 


born of seasoned experience, on 
*s needed for 


agency. It 


}, 





Life convention at Pocono 
There is truth in 


man) type... but the salesman with 
ambition as well as imagination and 
vision, with sincerity and forcefulness, 


and the salesman who believes in him- 
self and his product. 

The life agent, according to his func- 
home office, is 


tions in relation to the 

of three distinct types: (1) the full-time 
agent of other companies who uses 
Postal or some other company as a 


surplus outlet; (2) the general insur- 
ance man who uses Postal along with 
other companies and (3) the full-time 
Postal Life representative. It is my be- 


SERVICE 


agents is 
operation. 


lief that this diversity among 
essential for a well-balanced 


The Challenge of Being a Middleman 


The agency office is the “middleman” 
in that it stands between the individual 
agent and the company. This being in 
the middle presents a challenge to the 
organization as a whole for it must, as 
a unit, have both imagination and the 
ability to keep its feet on the ground; 
have imagination to cope with its sales- 
men and appreciate their problems, and 
yet keep its feet on the groundwork 
upon which the home office has already 
built its success. 

The agency must work as a single or- 
ganism with the following setup of in- 
dividuals: (1) the receptionist-telephone 
operator is the “ambassador of good 
will” who makes waiting by phone or 
in the reception room a pleasure. A 





and pleasing voice, un- 


pleasant manner 
neatness of dress 


failing courtesy and 
are essentials. Along with a typist, he 
or she must be accurate. For the recep- 
tionist, no name is unpronounceable. 

(2) The new business department is 
under the individual who handles pro- 
posals, helps develop estate planning and 
business insurance cases for the agency. 
The processing of applications, etc., are 
part of his job. 

(3) The assistant cashier must be 
equipped with the same qualifications as 
the agency cashier. However, I would 
recommend that he or she be sincere 
and ambitious for good assistants never 
remain assistants. 

(4) The agency cashier-office manager 
is efficient and is aware of the com- 
pany’s underwriting procedures and ac- 
counting pr actices. As the office mana- 
ger, he must be skilled in human rela- 
tions as he works with people as well as 
inanimate facts. His function is also to 
provide a feeling among members of the 
agency staff that they are working to- 
gether for one common goal. 

(5) The supervisor is a direct liaison 
between the agency office and the agent, 
and he must possess a thorough knowl- 
edge of life insurance, a_ thorough 
knowledge of his office and a knowledge 
of his company. He is a salesman, so 
to speak, who sells the services of his 


PRESIDENT 

+ Medical Department 
+ Underwriting Dept 
* Actuoria! Dept 
+ Accounting Dep't 

* Agency Dept 

* Premium Dept 
* Public Relations 


COOPERATION « equats BETTER 


office in preference to those of any 
other agency. 

(6) The assistant 
the general agent must be 
washers and head cooks” . the essen- 
tial middlemen between thé office and 
the home office—their operations stem 
from the work and effort of agents. 


general agent and 
“chief bottle- 


Responsibility of the General Agent 

The general agent and his assistant 
must have an intrinsic interest in the 
agents as well as members of the or- 
ganization as a whole and must always 
strive toward its improvement. They 
must be essentially honest in all deal- 
ings. The general agent must make cer- 
tain that the policyholder is adequately 
served through the agent or broker. 

The agency heads must be salesmen, 
too. It is my belief that in order for a 
supervisor to be adequate in his help to 





agents, his ability must come from other 


than textbooks. One really learns by 
doing and experiencing. To understand 
the broker’s problems in the field and 
convey these problems to the home 
office, these problems must be shared 
with the broker. In this instance, imagi- 
nation is not enough. Only by sharing 


these problems can an agency head 
plead the agent’s case to home office 


officials. 

It is with this complete understanding 
that we can work most effectively as 
middlemen, for there are times when we 
must sell the applicant to the company’s 
underwriting committee. Knowledge of 
estate planning and business insurance 
and all of the ramifications of various 
plans is also essential. 

Most important, the general prac- 
titioner of insurance is in need of an 
agency office supervisor with the sales 
ability to perform his life insurance sell- 
ing functions for him. This is because 
the general practitioner usually lacks the 
professional qualifications and the know- 
how necessary to advise clients ade- 
quately in estate planning or to even 
make simple package sales, although he 
may adequately be caring for his gen- 
eral insurance coverages. 

Here, too, is the necessity for the life 
agency supervisory staff to have ade- 
quate experience in and knowledge of 
general insurance, its terms and prob- 
lems, so that the over-all insurance 
problem may be intelligently discussed 
with a broker’s client. What better way 
is there to determine the apprxoimate 
value of a business so that the lives of 
the principals of that business may be 
properly insured than by asking ques- 
tions concerning the amount of coverage 
carried for fire, use jand occupancy, lia- 
bility, burglary, etc. 


Human Values of a Business 


Quite obviously, if a broker’s client 
has contents insured for $150,000, ma- 
chinery for another $150,000, it is safe 


to conclude that, even without good will 
thrown in, the value of the business is 
at least $300,000. Thus the human values 
of that business are certainly worth that 
much and must be so insured. 

Another thought, the broker who sees 
himself in the role of general agent or 
medical director is as bad as the home 
office employe who presumes that he 
knows the problems of selling. So I say 
—to each his own and let each do his 
role well . to the best of his ability. 

I shall never forget, when as a novice 
agent of another company, I was recom- 
mended to a certain general agent on a 
tough case. The G.A. scrutinized my 
client’s X-ray and cardiogram and im- 
pressed me no end by talking Ora - 
Waves” and “Lea-Waves.” By taking a 
ruler to measure the size of my client’s 
“aortis and esophagus,” he came to the 
conclusion that his company would issue 
a standard contract without question. 

My case was for $100,000—a $5,200 an- 
nual premium. Requirements, Mr. G.A. ? 
“Two exams, an app and a_ check.” 
Within 24 hours, done! 

After hours and days of waiting— 
after spending and re-spending my com- 
mission—after three weeks of strain and 
stress, I permitted myself to call my 
friend, the G.A., only to be requested to 
come to his office. “I have news,” he 
said. I went to his office, this time to 
be confronted by a man who had shrunk 
somewhat in stature, a little man in a 
big frame. 

He stuttered and finally said, “My 
medical director had a different opinion 
from mine. Your client’s ‘T-Waves’ and 
‘Lea Waves’ proved him uninsurable.” 

How could I better emphasize how 
important it is for each to know his own 
limitations and be able to work within 
that area of limitation ? 

Reinhold Neibuhr, one of our foremost 
modern day philosophers and ministers, 
writes: “Give me the serenity to accept 
what cannot be changed. Give me the 
courage to change what can be changed. 
Give me the wisdom to know one from 
the other.” 

That statement is my credo in the 
operation of an agency office. 





1,000 Attend Franklin 
Life’s Agency Meetings 


RECOGNIZE PRODUCT’N LEADERS 


Pres. Becker Points to $110 Million Gain 
for First Six Months; Expect $2 
Billion in Force by 1955 


The Franklin Life of Springfield, Ill, 
has just completed the last of its four 
70th anniversary agency conven- 
tions. Over 1,000 people—500 sales lead- 
ers, their wives, and home office officials 


great 





were in attendance. 


Arranged regionally, the conventions 


Cavalier 


were held in sequence at the 
Hotel at Virginia Beach, Va.; Banff 
Springs Hotel at Banff, Alberta, Can- 
ada; the Santa Barbara Biltmore at 
Santa Barbara, 5 and at the Grand 
Hotel, Mackinac Island, Mich. 


At the closing session of the Mackinac 
Island gathering Charles E. Becker, 
president of the Franklin, announced a 
gain of approximately $110,000,000 in 
business during the first six months of 
1954, and the anticipation of reaching 
the $2 billion in force figure by the 
end of 1955. 

Regional Production Leaders Speakers 

Planned primarily as “play conven- 
tions” and as a reward for a job well 
done during the previous 15 months, 
each convention featured only one ma- 
jor business session on the opening af- 
ternoon. At this business session re- 
gional production leaders were featured 
as speakers. 

At the Virginia meeting speakers in- 
cluded A. C. Kenyon, general agent in 
Savannah; Herman Fishman, general 
agent in Detroit; and James M. Wil- 
liams, regional manager in Norfolk. 

3anff speakers a Wm. J. Ran- 
ide. general agent in Caldwell, Idaho, 
and John Sanders, general agent in Lake 
Charles, La., and Robert A. Whitney, 
president of the National Sales Execu- 


tives, Inc. of New York. Mr. Whitney 
also spoke at Santa Barbara and at 
Mackinac. 


Franklin speakers at Santa Barbara 
included H. D. Marion, general agent in 
Cheyenne, and George A. Miller, gen- 
eral agent in Palm Springs. 

At Mackinac, one of the newest 
members of the Franklin organization, 
Thomas D. Lyons of Natick, Mass., gave 
a brief resume of his activities which in 
a matter of months qualified him for 
convention attendance, with no previous 
insurance experience. General Agent 
James B. Tisdale of Montgomery talked 
on the importance of building prestige. 


Colonial Life Reports 
22% Ordinary Lncrease 


Richard B. Evans, president, Colonial 
Life, announced that Ordinary volume of 
new business for the first six months of 
1954 showed a gain of 22% over the same 
period of 1953 and topped any similar 
six months period in the company’s 
history. 

In commenting on this 
by the company’s field force, Mr. Evans 
stated that if the Ordinary production 
figures for the first half year can be used 
as a barometer, it would seem to indicate 


achievement 


that 1954 would be the Colonial Life’s 
largest production year in Ordinary 
business. 


Heads Prudential District 

Herbert B. Gartley has been appointed 
head of The Prudential’s golden triangle 
district office in Pittsburgh. Mr. Gartley 
succeeds Barney Lipka whose retirement 
was announced recently. 

With Prudential in sales and_ sales 
supervisory posts since 1945, Mr. Gart- 
ley was most recently staff manager in 
the company’s Rahway, N. J., sales 
office. In that position he supervised 
sales and service activities of a group 
of agents serving that area. 
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New England Mut. Advances 
J. McIntosh at Home Office 


JAMES B. McINTOSH 


James B. McIntosh has been elected 
assistant to the president and assistant 
secretary of New England Mutual Life. 

A native of Milton, Mass., Mr. Mc- 
Intosh is a graduate of Milton 
School, Bridgton Academy, and Boston 
University. In World War II 
a navigator with the 13th A.A.F. in the 
South Pacific. 

Following his separation from the 
service with the rank of captain in 
1945, Mr. McIntosh joined the invest- 
ment department of the New England 
Mutual as a security analyst, and in 
1950 was appointed administrative assis- 
tant with the responsibility of executing 
special assignments for the president. 
He has held this post up to the present 
time. 

A member of the Business Associates 
Club and the Boston Security Analyst 
Society, he has been active for several 
years in the Greater Boston Community 
Fund, as vice-chairman of the finance 
division in 1953, and chairman of the 
insurance section in 1954. He is cur- 
rently a member of the public relations 
committee and vice-chairman of the 
committee on American opportunities of 
the Greater Boston Chamber of Com- 
merce. 


High 


he was 


Ohio State Increases 

Production of life insurance in the 
second quarter of 1954 increased a mil- 
lion dollars over that in the first quarter 
of the year, Frederick E. Jones, presi- 
dent of Ohio State Life, reported at the 
semi-annual meeting of the directors of 
the company at the home office in Co- 
lumbia. Insurance in force as of June 
30 was $276,660,579, a gain of more than 
$7,000,000 for the first half of 1954. An 
increase also was reported in accident 
premium income. 

Mr. Jones announced that the com- 
pany has just opened a new agency in 
Baltimore with Wallace R. Flowers and 
Charles H. Barranger, widely known 
insurance men, in charge. 

The Ohio State Life observed its 48th 
anniversary on July 25. 

The company marked this occasion by 
issuing several new sales plans for the 
representatives of the company. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
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New Consulting Firm 

The formation of a new consulting 
firm: Frank Lang & Associates, 30 North 
La Salle, Chicago, has been announced. 
The firm will provide professional serv- 
ices on special management and market- 
ing problems. Particular attention will 
be given to policy and operating prob- 
lems of the insurance business on all 
levels. Scientific 
tive analysis, 
existing conditions and guidance in ob- 


fact-gathering, objec- 
practical application to 
taining results will be the basic approach 
of the firm’s work. 

Examples of the services to be of- 
fered are: management surveys cover- 
ing organization structure, review of 
staff and line responsibilities, setup of 
managerial controls, analysis of office and 
administrative policies, expense control 
through setup of standards, determina- 
tion of market potentials, evaluation of 
sales and merchandising policies, study 
of distribution and agency costs, relative 
profits resulting from different branches 
and agencies, development of sales man- 
agement and market expansion programs, 
review of selection, testing and training 
procedures, study of employe and agen- 
cy relations, study of policyholder atti- 
tude and buying habits, and marketing 
research studies of various types. 

For the past several months Mr. 
Lang has been manager of the man- 
agement consulting department of S. A. 
Jell & Co. director of consulting and 
research services for the Central Re- 
porting Bureau. Previously he was for 
ten years manager of the research de- 
partment of the Association of Casualty 
& Surety Companies, which work has 
given him an opportunity to study all 
types of economic, marketing and man- 
agement problems facing the insurance 
business. 


Thos. Stametz Life Manager 
Of Barkie, Stross Co. 


Barkie, Stross & Co., general agents 
in uptown New York, for the Bankers 
Security Life Insurance Society, has ap- 
pointed Thomas Stametz as manager of 
its life department. 

Mr. Stametz’s educational and_ busi- 
Lake View 
; New York Uni- 


versity, and American University, Wash- 


ness background includes 


High School, Chicago 


ington, D. C., where he majored in psy- 
chology and _ business administration. 
For a period of time he was confiden- 
tial clerk to Harold Ickes, Secretary of 
the Interior. Thereafter he sold indus- 
trial merchandise and in 1949, joined the 
Mutual Life of New York, as an agent. 
He became one of that company’s large 
producers and qualified for company 
clubs and conventions. 

Mr. Stametz left the Mutual Life in 
1953 to become manager of the life de- 
partment of Irvin Agency, Brooklyn, 
N. Y. He has a large following among 
life insurance producers in New York. 

Jarkie, Stross & Co., located at 6 East 
Forty-fifth Street, one of the oldest and 
best known agencies in New York City. 
With the establishment of a life denart- 
ment, it is now in a position to afford 
complete facilities to brokers. Until 
Charles A. Barkie, became a_ partner, 
April 1, 1953, the firm operated under 
the name of Nelson & Stross. Mr. 
3arkie, who had been United States as- 
sistant manager of the Accident & Casu- 
alty Insurance Co., and manager of the 
New York department of the American 
Casualty and American Aviation & Gen- 
eral Insurance Companies, prior to his 
association with the agency, is the man- 
aging director. Robert J. Stross, who 
assists him in the management of the 
business, is general manager. 
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@ Qualified underwriters are entitled to a 














modern compensation plan that places 








emphasis on training and underwriting 








skill. 





We have such a plan. 

















@ Underwriters of quality business should be 





adequately compensated. 


Our contract 








provides for payment of a bonus to our 








representatives who earn the National 














Quality Award. 











@ Our policyowners are entitled to continu- 











ous service, and our representatives are 











entitled to adequate compensation for per- 














forming this service. 


Our contract pro- 








vides an important and liberal lifetime fee 











for such service. 


For more information, 




















Write: G. FRANK CLEMENT 

















Vice President In Charge of Agencies 













































































































POSITION WANTED 


Group insurance sales and service su- 
pervisor, age 35, desires new connec- 
tion. Ten years’ experience field and 
home office, specializing in trusteed 


and association cases. Box 2262, The 
Eastern Underwriter, 93 Nassau Street, 


New York 38. 











To Head Uptown Branch of 
Spaulder, Warshall, Schnur 





NED URWIN 


) 


The retirement on August 1 of L. B 
Lasko as manager of the New York 
City agency of the Guardian Life, bear- 
ing his name, was announced by the 
company’s president, James A McLain 
The announcement was made at a recent 
luncheon when Mr. McLain also made 
known the merger of the former Lasko 
agency with the Spaulder, Warshall and 


Schnur agency, for many years Guard- 


ian’s leading production unit The 
agency, located at 19-25 West Forty- 
fourth Street, will be operated sepa 


rately as the uptown branch of the 
Spaulder, Warshall and Schnur agency, 
which has its headquarters in 45 John 
Street. Ned Urwin, assistant manager 
of the Spaulder, Warshall and Schnur 
agency, will be in charge of onerations 

Mr. Lasko is relinquishing his mana- 
gerial responsibilities because of reasons 
of health, and will devote his time to 
personal production and servicing the 
insurance needs of his many personal 
clients. He will continue to be associ- 
ated with the agency headed by him 
since 1943. 

Mr. Lasko joined Guardian as an 
agent in 1933. After being with the com- 
pany ten years, he was appointed mana- 
ger of the agency now located at 19 
West Forty-fourth Street. Always one 
of Guardian’s outstanding personal pro- 
ducers, in 1946 he qualified for the Mil 
lion Dollar Round Table. He has re- 
ceived the National Quality Award for 
ten consecutive years. 

Ned Urwin came with the Guardian 
in 1936 as an agent and a year later 
was made brokerage supervisor of the 
Spaulder, Warshall and Schnur agency 
He was appointed assistant manager of 
the agency in 1948. 

Attending the luncheon, in addition 
to President McLain and the managers 
already mentioned, were the members of 
the Lasko agency and company officials 
from the home office. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Ill. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 
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Six Months Business 
A N’Western Record 


PRES. FITZGERALD REPORTS 





High Level Mortgage Loans, Expanding 
Bond Investments; Insurance in 


Force Over $7 Billion 





Milwaukee—Sustained construction ac- 
tivity and the development of the pro- 
ductive capacity of the country are re- 
flected in the investment experience of 
Northwestern Mutual Life, reported 


President Edmund Fitzgerald at the an- 
nual meeting of the board of trustees in 
the home 
July 28. 
The $71 million paid out in mortgage 


office, Wednesday afternoon, 





EDMUND FITZGERALD 


the 
high 
Fitz- 
makes 


over 00% of which went to 
loan field, reveals the 
level of home construction, Mr. 
gerald said. The Northwestern 
mortgage loans in 37 states. 

Commenting on the bond investments, 
President Fitzgerald said the North- 
western advanced sums for the trans- 
portation field covering such facilities as 
Great Lakes bulk ships, river barges, 
pipe lines, ocean tankers and _ railroad 
cars. Large sums were invested in com- 
panies distributing food and merchan- 
dise. The production of oil and 
aluminum, paper, plastics and iron ore, 
particularly in the form of refined ta- 
conite, claimed considerable amounts 
from the Northwestern. 

The company looks forward to an im- 
pressive volume of new investments in 
the last six months of 1954, and has 
substantial commitments for the year 
1955, Mr. Fitzgerald commented. He 
added that American businesses were 
planning confidently for the future and 
fore the expanding market which the 
trend in population indicates. 


loans, 
residence 


gas, 


New Business Report 


Sales for the first six months were up 
22% over 1953 setting a new high in the 
97-year history. Insurance 


company a 
paid for showed a gain of $5.9 million 


over last year. As of June 30 insurance 
in force was $7,388,000,000 on 1,525,903 
policies, for an average policy of $4,842. 


As of June 30 total assets were $3,141,- 
000,000 which included bonds of $2,113,- 
000,000, and preferred stocks of $44,- 
000,000. The mortgage loan account was 
$750,000,000 which was an $88 million 
increase over the previous year. Total 
real estate was $57,000,000; policy loans, 
$93,860,000; and cash $19,468,000. 

Disbursements during the six months 
were $149,856,000, including $35,654,000 
paid out on 8,073 insurance policies as 
death benefits. Policyholders and bene- 
ficiaries received a total of $93,096,000 


Robb President Agents Assn. 

C. Rigdon Robb, CLU, Chicago, was 
elected president of the Northwestern 
Mutual Association of Agents for 1954- 
1955 at the 74th annual meeting held in 
Milwaukee, July 26-28. He _ succeeds 
George M. Venable, Columbus, Ga. Les- 
ter A. Wibert, Milwaukee, was chosen 
secretary-treasurer, to fill the vacancy 
caused by the recent death of William 


C. Hewitt, Milwaukee. 

Harry Krueger of Kruger & David- 
son, New York, was elected vice presi- 
dent. 


Gen’! Agents Elect Snyder 

Northwestern Mutual General Agents 
Assn. at its annual business meeting in 
Milwaukee elected Kenneth M. Snyder, 
Omaha, Neb., president, succeeding Nel- 
son D. Phelps, Chicago; Glenn B. Dorr, 
Hartford, Conn., Willard L. Momsen, 
Milwaukee, and L. J. Evans, Portland, 
Ore., zone vice presidents, and Ralph W. 
Emerson, Kalamazoo, Mich., secretary- 
treasurer. 


Burrell Heads CLU Group 


At the annual meeting of Northwest- 
ern Mutual Chartered Life Underwriters 
Association, in Milwaukee, Frederick D. 
Burrell, New York City, was advanced 
to president, succeeding Leigh T. Pretty- 
man, Muskegon, Mich. Clifford A. Seys, 
Grand Rapids, was elected vice presi- 
dent and William C. Dunbar, Duluth, 
Minn., secretary-treasurer. 


Melhop Luncheon Speaker 

Milwaukee—A talk on “For the Young 
at Heart,” by Carl F. Melhop, special 
agent, San Francisco, was a commentary 
on the great profession of selling ad- 
dressed to agents who were attending 
their first annual meeting and were 
guests at a luncheon at the Hotel 
Pfister, Monday noon. Chairman of the 
Friendship luncheon was C. Rigdon 
Robb, Chicago, new president of the 
Association of Agents. 

Mr. Melhop cited five fundamentals 
of the insurance business and the need 
for each. They are: having a goal, a 
track to run on, staying on the track, 
belief that the goal can be reached, and 
asking the prospects to buy. He also 
covered three phases of the business, 
namely, get a name, go see the prospect, 
and try to sell him. Mr. Melhop cited 
a few of the things that have worked for 
him in selling, and concluded his talk 
with some comments on ideas for “stay- 
ing at our best.” A 





with an additional $24,355,000 distributed 
to beneficiaries from funds left with the 
company to be paid out under income 
plans of settlement—$9,274,000 in taxes, 
and $23,654,000 in dividends to policy- 
holders were also included in the first 
half year disbursements. In the total in- 
come of $228,189,000, the principal items 
were policy premiums of $135,348,000 and 
interest and other investment earnings 
of $56,105,258. 


Trustees Reelect Officers 


Edmund Fitzgerald, president, and 
other executive officers of the North- 
western Mutual were reelected by the 
board of trustees at the annual business 
meeting. 

Named to 
committee from 
were: President Fitzgerald; 
C. Dows, Cedar Rapids, Ia.; 
Harwick, Rochester, Minn.; 
Trumbower, Madison, Wis.; William E. 
3uchanan, Appleton, Wis.; and from 
Milwaukee, Louis C. Quarles, William D. 
Van Dyke, Jr. Harold S. Falk and 
Clark M. Robertson. Chosen on the 
finance committee were Messrs. Fitz- 
gerald, Van Dyke, Quarles, Falk, Charles 
F. Ilsley, Walter S. Lindsay and W. C. 
Frye, Milwaukee. 


the company’s executive 
the 36 member board 
Sutherland 
Harry J. 
Henry R. 








McCaffrey, Mickley Review 


Changes in Revenue Act 
Milwaukee—C. B. McCaffrey, assistant 
director of agents, and Horace Mickley, 
special agent Los Angeles, reviewed de- 
velopments in connection with the 1954 
Revenue Act changes. 

The Joint Conference having com- 
pleted its work, they said, the shape of 
the 1954 Revenue Act is becoming rea- 
sonably clear. Many complexities are 
revealed along with some weaknesses, 
inconsistencies and uncertainties. It may 
be years before some of the provisions 
are clarified and the law with respect 
to them settled. 

Important substantive changes will 
bring about shifts in business policy. The 
use of certain options created by the 
Act can save or defer many dollars in 
tax costs. For example an unincorpo- 
rated business may elect to be treated 
as a corporation for tax purposes. This 
provides a tax umbrella for the business 
owners of such firms. The tax rate on 
the first $25,000 of corporate earnings is 
below even a modest individual rate. 

By setting up proper accounting, firm 
owners will be able to avoid paying tax 
on cash income and charge off estimated 
expenses for which a reserve can be 
established. Much more of the cost of a 
new plant and equipment can be de- 
ducted in the first few years after ac- 
quisition. 

The insurance industry was a signifi- 
cant force in shaping the changes in the 
new code. Many far reaching changes 
are incorporated into the estate and gift 
tax laws. One of the most important is 
the renewal of the premium paying test 
in determining the taxability of life in- 
surance proceeds in a decedent’s estate. 


The existing law regarding employe’s 
death benefits has been broadened in 
the new Act. A contractual obligation 


is no longer required for the $5,000 ex- 
clusion to apply. 

Many of the changes in the life insur- 
ance phases have much merit and should 
serve to effect a more equitable tax bal- 
ance between life insurance and other 
forms of property, said the speakers. 


Archie Campbell Tells How 
He Prospects by Telephone 


If an underwriter will sit down about 
twice a week in the evening with a 
prospect list made out in advance, with 
enough information about the prospects 
to talk about some intimate things and 
arouse their interest; all of the tele- 
phone numbers looked up so you don’t 
have to stop at the end of each call; 
and if he will stick to it until he has 
called 10 or 12 names, he will find that 
he will develop a lot of business through 
prospecting by telephone, was the con- 
tention of Archie A. Campbell, special 
agent Minneapolis, at the Northwestern 
Mutual meeting. 

In fact, as maintained by many people, 
90% of the agent’s job is prospecting 
and 10% is selling. Everybody knows 
how to get lists of prospects. With a 
list of names and a little practice on the 


telephone, this 90-10 ratio can be re- 
versed, Mr. Campbell believes. Even a 
more conservative figure of 80-20% 


would mean that by doing some of the 
prospecting by phone, there would be 
released four times as much selling time. 
In other words, Mr. Campbell pointed 
out, in being able to sell 80% of the 
time and having to prospect only 20% 
of the time, the $150,000 producer should 
sell $600,000 ; and the $300,000 producer 
should sell over a million. 

Mr. Campbell cited several cases and 
the routine used in arousing the interest 
of prospects and getting additional in- 
formation about a prospect while setting 
up a personal interview without using 
pressure but offering your services. With 
some ideas as to individual require- 
ments and needs as well as_ financial 


Fellow-Agent Competition 
Helped C. F. Stansberry, Jr. 


Competition with great fellow-agents 
has helped him to become a better agent 
and the educational program of North- 
western Mutual has been a decided ad- 
vantage toward attaining success, C. F. 
Stansberry, Jr., CLU, Joliet, Ill., told the 
meeting. He told how he attended the 
career training school in 1947 with a 
group of other new agents, who still 
hold little get-togethers and compare 
notes and methods. Of the group of 29, 
14 are bronze, silver and gold produc- 
tion button winners, seven have CLU 
designations, nine are MDRT members, 
one is now a general agent, another a 
university insurance instructor and two 
are supervisors. To keep abreast of this 
group of agents has been a stimulant to 


production. 

“Planning is basic in any successful 
operation,” Mr. Stansberry said. “I 
keep complete records and find that 


these records and setting a goal for the 
agents’ year are musts in laying my 
plans. When two $100,000 policyholders 
became death claims about a year ago, 
not only the news shocked me but the 
realization that I had lost a large sum 
in renewal commissions. This acted as 
a spur for me to make up a list of 
names of persons I thought might buy 
during the next 12 months and on w hat 
basis. At the end of the year I found 
I had paid for $551,000 of new business 
on the lives of persons included in the 
list of 100 names of policyholders and 
prospects I had prepared. 

“This same review showed that 54% 
of my business came from business life 
insurance, so I must have either tried 
oftener or succeeded oftener with my 
presentation,” he said. Mr. Stansberry 
outlined basic selling ideas in the areas 
covering medical partnerships, keyman 
life insurance in closed corporations, sole 
proprietorship, and corporation life in- 
surance. He reviewed cases written as 
results of these ideas and related ob- 
servations made in writing them. 


Chas. McCotter Tells How 
He Prospects by Reference 


Charles A. McCotter, special agent, 
Indianapolis, discussed the similarity be- 
tween life insurance salesman’s job and 
that of any other nominal operation. 

“We do all of the routine things that 
other businessmen do, such as handling 
correspondence, preparing information 
for our customers, and talking with 
them. None of these things entitles us 
to the liberal compensation which we 
receive in comparison with other types 
of work. 

“The reason we do get well paid for 
our efforts is because we have to put up 
with a nasty thing called ‘prospecting,’ 
which is the only difficult and unpleasant 
part of our business.” 

The meat of Mr. McCotter’s talk was 
an explanation of how he uses policy- 
holders, friends and etc., to help him 
get before the right people on a favor- 
able basis. 





ability of the prospect, an agent can 
pretty well determine if the prospect is 
live. If he grants an interview, you 
can draw the conclusion that he is go- 
ing to buy and it is just a matter of 
when and how much. 

“You can pretty well ‘cover the water- 
front’ with a prospect on the telephone 
by a process of elimination,” Mr. Camp- 
bell added. 
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Leading Producers Among Agents 


More Than 1,000 Agents Qualify for Five Production Clubs; 
Jack N. Meeks Leader in Gross Volume; Lewis T. Stearns 
Leader in Lives ; Club Leaders 


Milwaukee—More than 1,000 company 
agents from all parts of the United 
States have qualified under the new 
“System of Honors” for the five produc- 
and other hundreds for re- 
Awards in 
were pre- 
Grant 


tion clubs, 
lated achievement groups. 


the various classifications 


sented at the opening session by 
L. Hill, vice president and director of 
agencies. 

Top Company Honors 


Jack N. Meeks of the Younguist gen- 
eral agency, Columbus, Ohio, is the 1954 
leader in gross volume, with a _ total 
paid-for production of $2,525,159 on 369 
lives insured. Since associating with the 
Northwestern Mutual in January, 1946, 
he has maintained an annual average of 
$1,673,976, for an eight-year total of 
$12,275,822 and 1,750 lives. 

Other Top Ten gross volume producers 
are. ‘C, MM. ‘Onl; GLU, Toleda= FH... B. 
Ruhl, CLU, Detroit; W. A. Weiss and 
W. J. Hodes, Cleveland; Sidney Weis- 
man, Detroit; John O. Todd, CLU, and 
C. R. Robb, CLU, Chicago; Edward 
Russo, 3altimore, and G. O. Ovitt, As- 
bury Park, N. J., all in one to two mil- 
lion dollar sales bracket. 

Aaron C. Finkbiner, Jr.. CLU, of the 
Finkbiner general agency, Philadelphia, 
is leader in net volume, which excludes 
employe trust business. He has $2,010,- 
363 on 117 lives. Since becoming an 
agent in 1948, he has achieved almost 
every production honor, and his six-year 
record is $9,289,874 on 747 lives. 

Others in the Top Ten net volume 
group, with business ranging from one 
to two million, are Royall R. Brown, 
CLU;, Winston-Salem, N. C.s>b. T. 
Stearn, Minneapolis; Alden H. Smith, 
CLU, Nashville; A. E. Gillman, Balti- 
more; F. D. Leete, Jr., CLU, Indiana- 
polis, C.. BE. P. ‘Craver: CEU, Pougch- 
keepsie, N. Y.; D. M. Prince, Richmond, 

Ta.; F. W. Bowen, CLU, Charleston, 
W. Va., and A. A. Simpler, Jr., Wil- 
mington, Del. 

Lewis T. Stearn of the Olsen general 
agency in Minneapolis, is the leader in 
net lives with a total of 152. One of 
the Northwestern’s most consistent pro- 
ducers since October, 1929, he has an 
annual average of 132 lives. He becomes 
president of the 1954 Marathon Club, an 
honor held four times previously. He 
has achieved membership 21 times. 

Other current members of the Mara- 
thon Club with 100 or more lives to 
their credit for the past agents’ year 
are: A. C. F. Finkbiner, CLU, Philadel- 
phia; Edward Russo, Baltimore; F. L. 
Pike, Oxford, Wis.; : Je Lansing, Bel- 
mond, Ia.; D. EH. Lienem: ann, Papillion, 
Neb.; J. K. Roberts, Fond du Lac, Wis.; 
les Baldwin, W ashington, DD hs5 Os Be 
Olsen, New York City; A. A. Simpler, 
Jr., Wilmington, Del., and A. A. Camp- 
bell, Minneapolis. 


Production Club Leaders 


From the agents who qualified for the 
five production clubs, special honors go 
to the member with the best percentage 
increase over his largest gross volume 
in any of the three preceding years and 
to the agent with most net lives in each 
group. 

In the Million Dollar Club they are 
J. P. Bissett, CLU, Harrisburg, Pa., with 
191% and A. A. Simpler, Jr., Wilming- 
ton, with 101 lives; Three- -Quarter Mil- 


lion Club, D. H. Treloar, Jr., New Castle, 
Pa., 169%, and S. F. Greeley, Jr., Fram- 
ingham, Mass., 88 lives; Half Million 
Club, W. H. Williams, Meadville, Pa., 
217%, and J. Baldwin, Washington, 
D. C., 102 lives; Quarter Million Club, 
R..C.. Fisher, CL U, Jamestown, N. 
193%, and F. L. Pike, Oxford, Wis., 106 
lives; The One Fifty Club, W. B. Wal- 
thers, Sheboygan, Wis., won both hon- 
ors with 129% and _ 50 lives. 


New Agents Group 


Max Cohen, Boston, is the top pro- 
ducer in the Gold Section with a volume 
of $1,002,407 on 81 lives. A member of 
the Stone general agency since Novem- 
ber, 1951, he has averaged $732,000 pro- 
duction annually. 

The greatest percentage of increase 
over his preceding year among gold but- 
ton winners is Thomas O’Connell, Jr., 
Pekin, Ill, with the Garrett general 
agency since January, 1951. He paid for 
$397,172 of business which gives him an 
increase of 146% over his silver button 


production. 

In the Silver Section, Willard A. 
Weiss, Cleveland, Ohio, is the leading 
agent with $1,556,853 in sales. He has 
held a special agent’s contract with the 
Dolwick general agency since June, 
1952. 

3urnell F. Kehrli, Edgewood, Ia., 
showed a gain of 311% over his bronze 
button production, to show the greatest 
percentage of increase among silver sec- 
tion agents. His production totaled 
$637,400. He joined the Schwinger gen- 
eral agency in January, 1952. 

Heading the agents who qualified for 
the Bronze Section button awards dur- 
ing the past agents’ year was K. H. 
Mansfield, Bar Harbor, Me., Cushman 
general agency with $589,150 in sales. 
The runner-up was E. L. Steffen, Buck- 
ley, Inn., Stumm general agency, with 
$530,411. 

The 4-L Club 


The distinctive record of 22 years o1 
continuous membership in the North- 
western Mutual 4-L Club has been 
achieved by David E. Harris, Des 
Moines, Ia. of the Myhre_ general 
agency, who has paid for four or more 
lives for 264 consecutive months. Other 
agents in this club who have more th: un 
200 months to their credit are ; 
Stearn, Minneapolis, 248 months; D. E. 
McTigue, Fort Dodge, Ia., 246; Israel 
Franklin, North Attleboro, Mass., 243; 

E. Hauter, Quincy, III, 233, and H. K 
Schuetter, Appleton, Wis., 203 months. 


J. L. Craig Wins G.A.’s Cup; 
Roberts Gets District Cup 


Milwaukee—J. Lowell Craig, Milwau- 
kee general agent of Northwestern Mu- 
tual Life, is the winner of the General 
Agents Achievement Cup awarded an- 
nually on the basis of a graded point 
system involving nine factors. The 
award for the agents’ year just closed 
was announced at the annual convention 
of the Association of Agents. 

Runners-up in the cup ONSET 
were Milton Koch, Lincoln, Neb.; C. L. 


Egbert, Eau Claire, Wis.; W. L. Mom. 
sen, Milwaukee; A. C. F. Finkbiner, 
Philadelphia; H. M. Johnson, Jr., Louis- 


ville; J. E. Stone, Jr., Boston; E. R. 
Dill, Poughkeepsie, N. Y.; W. W. Lund- 
gren, St. Paul, and M. A. Carroll, Osh- 
kosh, Wis. 

On the basis of volume, the 12 leading 
general agencies, each with over $10 


Grant Hill ‘Tells New Opportunities 


Milwaukee—As the closing speaker of 
the three-day program of Northwestern 
Mutual, Grant L. Hill, vice president 
and director of agencies, followed an 
80 minute session on the proposed Fed- 
eral Tax Laws of 1954, by C. B. McCaf- 
frey, assistant director of agencies, and 
Horace H. Mickley, special agent, Los 
Angeles. 

In his talk, Mr. Hill also referred 
to the new tax law now being moved 
through Congress. The bill, he said, con- 
tains new approaches to estate planning 
and business insurance fields. Many 
estate plans and personal and business 
life insurance programs will need re- 
vision in the light of the new law. 
“There is a fine opportunity for the 
life underwriter who is equipped to get 
his story across to old policyholders and 
Millions of addi- 
insurance will be sold this 


new prospects alike. 
tional life 
year by capitalizing on the new law,” 
Mr. Hill said. “The alert life underwriter 
will see to it that he renders the proper 
service to his policyholders and also 
gets his fair share of the business that 
will result from this windfall.” 

Mr. Hill gave a number of examples 
of large sales made by company agents 
as a_ result of lead-letters, sales of 
$245,000, $125,500, $256,500 and $350,000. 
He added that agents who had not been 
particularly successful in the sale of 
mortgage insurance were closing some 
nice business by using the material in 
the Mortgage Redemption package, re- 
cently released by the Northwestern. 

Several new items of interest to the 
field force were announced by Mr. Hill 
including a new Family Income contract, 
based on life 65, which will soon be re- 
leased. He added that agents would soon 
be sent forms for naming personal bene- 
ficiaries on their renewal equities. For 
agents with substantial renewals, a 
spread-out plan of applying these equities 
in the event of death, disability or re- 
tirement was being readied. 

Mr. Hill lauded and complimented the 
172 members of the Million Dollar 
Round Table among the Northwestern 
Mutual agents, and the 682 National 
Quality Award winners who, on an aver- 
age of $577,859,000 of business in force 
has a persistency of 97.6%. 

With sales of the Northwestern Mu- 
tual in June running 18% ahead of last 
year, making it the largest June pro- 
duction in the company’s history, Mr. 





million in sales, were C. R. Eckert, De- 
troit, with $1814 million and showing a 
23% increase over the previous 12 
months; W. L. Momsen and J. L. Craig, 
both of Milwaukee; A. C. F. Finkbiner, 
Philadelphia; Jamison & Phelps, Chi- 
cago; B. J. Stumm, Aurora, IIl.; John R. 
Mage, Los Angeles; F. R. Horner, Madi- 
son, Wis.; P. T. Allen, Buffalo; R. J. 
Dolwick, Cleveland; M. A. Carroll, Osh- 
kosh, Wis., and J. Vincent Talbot, New- 
ark, 7 

The District Agency Cup was won by 
J. Kenneth Roberts, Fond du Lac, Wis., 
who scored the largest number of points 
awarded on five organizational factors. 
The runner-up was S. H. Koch, Janes- 
ville, Wis. 

J. B. Cardiff, Racine, Wis., led the dis- 
trict agents in sales with $2,912,620. 
Others in the $2 million and over class 
are D. E. McTigue, Fort Dodge, Ia.; 
G. W. Dygert, Fort Wayne, Ind.; Royall 
R. Brown, Winston-Salem, N. C.; R. M. 
Palmer, Tacoma, Wash.; R. E. Castelo, 
Ch: ene, LA a 3ragdon, Water- 
loo, Ia.; J. K. Roberts, Fond du Lac, and 
NG; Cooper, Greensboro, N. C. 





HILL 


GRANT L. 


Hill predicted that for the balance of 
the year the company’s production would 
go to new heights. 


How R. L. Scharff Works on 
“Ozphan” Policyholders 
Robert L. Scharff, agent, St. 
Louis, discussed prospecting via 
centers of influence, and 
through 


special 
“orphan” 
policyholders, 


personal contacts developed 


civic, charitable and social activities. In 


his telephone approach to orphan policy- 


holders, he offers service and creates 
attention on some minor point, such as 
not having the children named as con- 


tingent beneficiaries, or having loan and 
dividend additions, etc. This leads to a 
try for an appointment, 
erally not too difficult to get. 

From there Mr. Scharff tries the pro- 


and if the prospect 


which is gen- 


gramming approach 
qualifies financially, he launches into a 
Million Book On social, 
civic and charitable 
own personal prestige and attempts to 
through the Million 


presentation. 
leads, he uses his 
get their interest 
Book presentation. 
that Million Books are made only for 
clients, as they cost money, both at the 
prepared and in future 


He stresses the point 


time they are 
servicing—and that his only compensa- 
tion is in commissions from the sale of 
life insurance. Mr. Scharff said he has 
sold many cases by creating a desire for 
the book, and cited specific examples. 
A rather fabulous story told was of 
with a $1,000 


He traced it 


one case which started 


“orphan” policyholder lead. 
and its offshoots through the past eight 
years, including the fact that twice the 
prospect was “lost” but was regained by 
not giving in to the desire to pitch him. 

Mr. Scharff closed with the presenta- 
Million Book as he 
would present it to a new prospect on 
runs 


tion of his own 


the opening selling interview. It 


the gamut from “disciplined saving” to 


the highest of emotional peaks, a death 
claim. This presentation, he stated, be- 
yond all question of a doubt, raised him 
from a mediocre producer to the rank 
of the MDRT for the past eight straight 


years. 
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THE EQUITABLE SOCIETY’S 95TH 
ANNIVERSARY 

Marked this week by two days of 
conferences in New York by one of the 
largest gatherings of field representa- 
tives in the life insurance business, the 
95th anniversary of the Equitable Life 
Assurance Society was a preview of its 
centenary five years hence. One of the 
great business institutions produced in 
this country—the fifth largest corpora- 
tion in size and the third largest life 
insurance company—the significance of 
its striking growth was pointed up by 
President Ray D. Murphy when he said 
Monday 


night that every moment throughout the 


at the anniversary banquet 

Society’s 95 years the management has 

kept pace with the changing needs of a 

dynamically growing nation, had _ pio- 

neered innovations in the interest of 
its policyholders. 

As the institution of life insurance 
grew in size and scope, its resources be- 
came one of the greatest forces in stim- 
ulating the nation’s expansion and fur- 
nishing the needed financial base for its 
sound economic structure on which the 
fabulous growth of industry and com- 
merce has been made possible. The 
Equitable Society has always been ag- 
gressive in its investment policy, enter- 
ing many new investment fields as they 
opened up. Some of these activities 
were pointed out this week by the So- 
ciety’s chief financial officer, Senior Vice 
President Charles W. Dow, who told 
how the Equitable invests one billion 
dollars a year. Examples are some $80 
million in new iron ore developments in 
Labrador and Quebec area, $75 million 
in modern highways in many different 
sections of the country. 

The dramatic story of Equitable So- 
ciety’s near-century of operations is in a 
sense the record of the whole institution 
of life insurance in this country. 

N. Y. DEPARTMENT’S COMMEND- 
ATORY EDUCATIONAL PROJECT 
The New York Insurance Department 

deserves industry commendation for its 

educational project in publishing a series 
of six volumes on “Examination of In- 


surance Companies,” of which volume 3 


and 4 are now being readied for publi- 
This project is being conducted 
Adelbert G. 
Deputy Superintendent of 


cation. 
under the dierction of 
Straub, Jr., 
Insurance, with the complete endorse- 
ment of Superintendent Alfred J. 
Bohlinger. 

It should be of interest to the fratern- 
ity that volume 3, which deals with ex- 
amination of reserves and_ liabilities, 
contains an introduction by Robert E. 
Dineen, vice president, Northwestern 
Mutual Life, who is a former New York 
Insurance Superintendent, and that the 
foreword to volume 4 is by Julius Sack- 
man, chief, life bureau of the Depart- 
ment, on the subject, “Insurance Super- 
vision in a Dynamic Economy.” 

Mr. Dineen is on firm ground in de- 
claring that “if reserves are inadequate, 
the financial condition of the company 
may be impaired and the interests of 
thousands of policyholders and_ stock- 
holders are placed jeopardy.” It fol- 
lows that if reserves are excessive, rates 
may be unduly high in terms of actual 
loss experience. Moreover, stockholders 
and participating policyholders may not 
be receiving their proper share of divi- 
dends. 

There will be general industry agree- 
ment with Mr. Dineen’s further state- 
ment that “nowhere in the insurance 
business is the principle of protecting 
the public interest more evident than 
in these phases of supervision.” 

his treatment of “Insurance Super- 
vision in a Dynamic Economy” Mr. 
Sackman emphasizes that because of 
recent and important developments in 
the business, “it has become necessary 
to subordinate certain rules laid down 
in the past in order to keep abreast of 
of what may be considered the major 
objectives of modern supervisory phil- 
osophies.” He points out that this is 
particularly true with respect to matters 
that stem from Public Law 15, multiple 
line underwriting, changed conditions in 
the field of investments, and_ related 
rules of the NAIC regarding valuation 
of securities. 

In Mr. Sackman’s 
ture on some of the subjects discussed 


opinion the litera- 


in this volume has been so scanty that 


(Continued on Page 21) 





a New York 





Dean Arthur C. Goerlich of the School 
of Insurance of the Insurance Society 
of New York, Inc., announces a change 
in the starting date of the new stand- 
ard provisions workmen’s compensation 
course. Because of the great number 
of inquiries about this new course and 
the desire expressed by the insurance 
business to have this course start earlier, 
it has been decided to begin on Thurs- 
day, September 9. This will permit the 
completion of a good portion of the 
course before the new workmen’s com- 
pensation policy goes into effect on Oc- 
tober 1. The new course is designed for 
agents, brokers, and company _ person- 
nel working in the workmen’s compensa- 
tion field. It is scheduled to run for 
a period of 15 weeks, meeting on Thurs- 
day evenings from 5:30 p.m. to 7:30 
p.m. The tuition charge will be $30. 


* * * 


Col. Maurice R. Smith, assistant su- 
perintendent of agencies, Kansas City 
Life, received a second oak leaf cluster 
toa commendation medal in ceremonies 
July 22 at the Grandview Air Force Base, 
tdi The occasion jointly marked 
the changing of command in the Lah 
Air Defense force from Major General 
Delmar T. Spivey to Major General 
Jarred V. Crabb, and the retirement of 
Colonel Smith from the Air Force Re- 
serves. Colonel Smith, who has _ been 
with Kansas City Life for 15 years, has 
a 36-year service record with the Armed 
Forces, including World War I and 
World War II. An ROTC private while 
a student at Yale University, he be- 
came a sergeant in the U.S. Army Signi il 
Corps in June, 1917, and attended avia- 
tion schools here and in France. In 
September, 1917, he became a first lieu- 
tenant in the aviation section of the 
Signal Corps, commanding a_ Balloon 
Squadron in France for 15 months in 
the Saint Mihiel, Meuse-Argonne, 
Chateau-Thierry and Vosges campaigns. 
He was promoied to captain in August, 
1918; to major in 1920; lieutenant colo- 
nel in 1945, and colonel in 1949. He 
was recalled to active duty in May, 1942. 


* * * 


Herman Knauss, planning director of 
Mutual Life of New York, who was re- 
cently elected by the American Manage- 
ment Association as its vice president in 
charge of the Office Management Divi- 
sion, is also chairman of AMA’s Office 
Management Planning Council. 


* * * 


James Lee Loomis, former chairman 
of Connecticut Mutual Life, has resigned 
as president of the board of the Loomis 
Institute, noted boys school at Windsor, 
Conn. He will continue on the board. 
Mr. Loomis was elected a trustee of 
Loomis in 1917 and became president in 
1946. For 25 years he has been a di- 
rector of The Hartford Courant. 


ie ae 


Theo. P. Beasley, president of Repub- 
lic National Life, Dallas, Texas, was 
guest speaker at a meeting of the Ken- 
tucky Christian Men’s Fellowship in 
Paris, Kentucky, recently. The meeting 
was held concurrent with the 119th state 
convention of Christian Churches of 
Kentucky. 

* * * 


W. E. Baldwin, Canadian manager of 
America Fore, is donor of trophy for 
which golfers compete at the annual 
meeting of the Canadian Underwriters 
Association which is held at Seigniory 
Club, Laurentian Mountains, Quebec. It 
goes to the player having the lowest net 
score in the game between the teams 
from the cities of Montreal and Toronto. 
Winner this year was Ronald Lanthier 
of Montreal, who is with the office of 
the Canadian Underwriters Association. 














LAWRENCE L. MONNETT JR. 


Lawrence L. Monnett Jr., president of 
Northeastern Life of New York, and 
Mrs. Monnett, sailed July 28 on the 
S.S. Flandre of the French Line for a 
month’s trip abroad for business and 
pleasure. The first two weeks of their 
visit will be spent in London and Paris. 
Thereafter the Monnetts will spend two 
weeks in Stockholm, Sweden, at the 
home office of the Atlas Reinsurance 
Co. and the Trygg Mutual Life Insur- 
ance Co., both of which have a stock in- 
terest in the Northeastern Life. They 
will be back in New York on August 26. 


a oe 


George F. B. Smith, executive vice 
president, Connecticut Mutual Life, has 
been elected to the board of governors 
of the National Association of Better 
Business Bureaus, Inc. Mr. Smith is 
president of the Hartford Better Busi- 
ness Bureau. The National Association 
is composed of representatives of the 
960 Better Business Bureaus in the 
United States and Canada and Mr. 
Smith will represent all bureaus in Con- 
necticut, Maryland, Pennsylvania, Rhode 
Island, New York, Mass: ichusetts, Maine 
and Washington, D. C. 


a 


John F. Capterton, Jr., supervisor, 
Connecticut Mutual, Albuquerque, has 
been elected national director for the 
New Mexico Junior Chamber of Com- 
merce. He is immediate past president 
of the Albuquerque Chapter. 


ere, eee 


Howard M. Goodwin, general agent at 
Bangor, Me., for National Life of Ver- 
mont, was recently elected president of 
the Bangor-Brewer Lions Club. 


a 


Karl Ljung, vice president in charge 
of agency operations for Jefferson 
Standard Life, Greensboro, N.C., has 
been elected a national counsellor of 
National Sales Executive organization at 
the convention held recently in Chicago. 
As a national counsellor, Mr. Ljung will 
participate in the organization’s board 
of directors meetings and aid in the 
development of National Sales Execu- 
tive projects and activities. Mr. Ljung 
has been a member of the national or- 
ganization for over ten years and has 
been instrumental in developing the 
group in North Carolina. In 1949 he 
was active in the organization of the 
Sales Executive Club in Greensboro. 
Since that time, he has assisted in or- 
ganizing sales executive groups in other 
North Carolina cities. 
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New Book Gives Centenary History 
of Phoenix of Hartford 


An unusually fine job in writing of a 
history of an insurance company has 
been done by the Phoenix of Hartford 
which started business in 1854. The vol- 
ume, called “The Wings of the Phoenix,” 
was compiled and edited by John Ash- 
mead, for many years an executive of 
the company. 

The book successfully attempts to take 
data of most interest to insurance peo- 
ple and assemble it in a way that broad- 
ens its readership. This idea is carried 
out, from the foreword with its promise 
of interesting details to come, through 
continuity with an appeal to those who 
admire American history, business and 
political economy, contemporary affairs, 
biography as well as insurance. The 
story has literary appeal and at the same 


time shows sincerity and honesty in its 
writing. 
The foreword in the volume is from 


written to agents in 1929 by 
Milligan, then president of the 


a letter 
Edward 


Phoenix. In this foreword he says: 
“In reviewing source material made 
up mostly of records, printed literature 


and letters, one is amazed at the num- 
ber of men who have come and gone, 
each of whom left his impress upon the 
fortunes of the corporation. 

“The soul of chartered company is 
made up of a great mass of elements, 
some being in the form of living organ- 
isms, and a considerable part represent- 
ing the spirit of the dead. Of these 
manifold things, perhaps the greater 
good is derived from the labors of a 
multitude of agents—some of them liv- 
ing, many of them gone—a great host, 
many if not all of whom have contrib- 
uted material for the building of a 
tall and imposing monument. 

‘A man is said to be known by the 
company he keeps while a fire insurance 
company may be said to be known by 
the agents it keeps. Thanks to the high 
grade average character of our prede- 
cessors and to the wisdom they dis- 
played, the company has fared exceed- 
ingly well.” 


The predecessors included these presi- 
dents of the Phoenix: N. Morgan, 
Simeon L. Loomis, Henry Kellogg, 
D.W.C. Skilton, Mr. Milligan, George C. 
Long, Jr. and the present head of the 
company—John A. North. 

The history pays a special tribute to 
Mr. Kellogg who conceived the idea of 
the Phoenix, selected its incorporators, 
drew its charter which he guided through 
the legislature. Mr. Kellogg was 29 at 
the time; had been in the steamboat 
service on the Connecticut and Hudson 
rivers and between New York and Provi- 
dence. Noting the increase on steamer 
traffic by railroads he started to get a 
job on land; was hired in 1849 as a 
bookkeeper of the Connecticut Mutual. 
After a time he decided on a fire 
insurance career. 

The original offering of Phoenix cap- 

















ital stock was subscribed to by 103 
investors who paid $10 a share in cash 
and gave stock notes for the 90% bal- 


ance, not an unusual procedure at the 
time. Today, there are more than 6,000 
stockholders. Present capital stock of 
the company is $7,500,000. 

The Phoenix is fortunate in having 
had an adequate surplus to draw on in 
emergency as only once in its history did 
it become necessary to dip into capital. 


That was in 1871 when_ the Chicago 
fire and forest fires in Michigan and 
Wisconsin caused heavy losses. After 


these were paid, the Phoenix net surplus 
was $32,038. Capital had been drawn for 
some $300,000. To meet reserve require- 
ments the stockholders were assessed 
and promptly paid the necessary amount. 
Almost a year later the Boston conflag- 
ration created claims that were met by 
borrowing $100,000 and no assessment 
was needed. 

At the time of the Chicago fire Mar- 
shall Jewell, Governor of Connecticut, 
was a director of Phoenix. At the re- 
quest of Henry Kellogg, then president 
of the Phoenix, he met Phoenix’s general 
agent Magill in Chicago to determine 
course of action by the company. At 
the scene of the conflagration on morn- 
ing of October 13, 1871, Marshall Jewell 
stood on a box and announced to the 
crowd assembled that the Phoenix was 
solvent and would pay dollar for Pet 
Among those listening was Isaac Day 
who held Phoenix policy No. 10782 for 
$10,000 on his building. His loss being 
shown “beyond any doubt” to be greater 
than this sum, further proof was waived 
and Jewell drew on the company for 
$9,800, the full amount of the _ policy 
less discount for two months, the term 
allowed for payment. This was the first 
loss paid at the Chicago conflagration. 
Altogether the Chicago fire cost the 
Phoenix $937,219. It was carrying 280 
policies there. 


Nathaniel H. Morgan became the com- 
pany’s first president. Henry Kellogg 
was named secretary, assumed active 
management : Morgan had considerable 

experience in the insurance’ business 
pet a background of success too as a 
merchant and a captain of the coastwise 
trade. In the first 60 days of his presi- 
dency of Phoenix he appointed agents 
in Connecticut, Massachusetts and New 
York and within six months was mak- 
ing an aggressive bid for business along 
the Ohio, Mississippi and Missouri 
Rivers. Director Chester Adams was 
sent still farther West seeking agents. 
One reason for Phoenix entering the 
nationwide field so early in its career 
was that at the time it was formed 
there were five local companies already. 

Morgan was succeeded by Simeon L. 
Loomis who had been secretary of Aetna 
Fire for 16 years and had resigned that 
position in 1853 to become the first 
president of the Home Insurance Co. 
of New York. He was prevailed upon 
to return to Hartford as Mr. Morgan’s 
successor. Loomis continued the com- 
pany’s established policy of expansion. 





His letters were highly regarded by 
agents. He had long maintained an in- 
terest in Biblical research and contrib- 
uted to publication of two Bibles. “The 
Wings of the Phoenix” says: 

“Many of the letters President Loomis 
sent agents at this time are still cher- 
ished. What he wrote displayed his 
penmanship and a deep understanding 
of human nature. From his background 
came the ability to arouse the interest 
of readers and gain their high regard 
in a way that made even the Phoenix 
book of ‘Instruction for Agents’ in- 
teresting.” 


Kellogg, who had vision and was am- 


bitious, was 29 when the Phoenix was 
sté irted. For nine years he had been 
in the steamboat service on the Con- 


necticut and Hudson rivers and between 
New York and Providence. He _ had 
noted the inroads of the railroads on 
steamboat traffic and decided on a land 
job which he got as a bookkeeper for 
the Connecticut Mutual Life. He began 


to have dreams. Eventually, he de- 
cided to enter the fire insurance busi- 
ness. In the period between 1845 and 


1854 he cultivated the friendship of some 
of the leading men in Hartford many 
of whom were directors or had been 
directors of Connecticut Mutual. Also, 
he discussed his plans with Chester 
Adams, John A. Butler, James C. Walk- 
ley and other merchants, bankers and 
lawyers. These men were not only very 
successful in their private lives but also 
were supporters of Hartford’s institu- 
tions, including Hartford Hospital, 
American Deaf and Dumb Asylum and 
Home for Homeless children. 

Kellogg became president of the 
Phoenix in 1863. To assist him William 
B. Clark, who had been with the com- 
pany since 1857, was made secretary. 
Kellogg’s administration started with the 
Civil War at its peak. There were nu- 
merous financial and insurance problems 
as a result of the economic unrest. 
Largely to meet the situation the com- 
pany increased its capital stock to $600,- 
GOO. In May, 1865, when peace returned, 
the Phoenix officers were instructed by 
the directors to locate agencies and ac- 
tively resume business in the Southern 
states so that this income was soon 
restored. The company’s capital was in- 


creased to $1,000,000 in the ’70s. In 
1884 the assets reached $4,349,333 and 
premium income passed $2,000,000. Capi- 


tal became $2,000,000. 

DeWitt Clinton Skilton, 
an executive officer for 
ceeded Kellogg as president in Febru- 
ary, 1891. After some years in the 
dry goods trade he entered insurance 
in 1861 as a clerk with Hartford Fire. 
He was elected secretary of the Phoenix 
in 1888. At the time 30% of the com- 
pany’s assets were in railroad securities. 
The company paid $1,177,000 in the San 
Francisco fire and earthquake of 1906. 
At the end of 1891 it had assets of 
$5,670,000. At the end of 1904 its assets 
were $7,341,000. 

Mr. Skilton sparked the organization 
of the Factory Insurance Association at 
a meeting in the Phoenix Building in 
1890. He died in 1913. 

When Mr. Skilton left the presidency 
because of condition of his health in 
June, 1913, and was made chairman of 
the board he was succeeded by Edward 
Milligan who was later to become one 


who had been 
years, suc- 


of the most noted figures in fire in- 
surance. At time Mr. Skilton left the 
presidency the company had assets of 


almost $12,000,000. had 
started his career in 
of 17 in the insurance 
Kremer and Durban in Philadelphia. 
Then he became a surveyor for Aetna 
Insurance Co. and left that company to 
join Phoenix as a special agent with 
Philadelphia headquarters. He was 
elected secretary of the Phoenix in 
1896, a director and vice president in 


Mr. Milligan 
1879 at the age 
agency of J. B. 


January, 1907. Control of the Con- 
necticut Fire was obtained by the 
Phoenix in 1913. The capital of the 


Phoenix became $3,000,000 in October, 
1913 

In 1916 war orders stimulated pros- 
perity and helped increase premium 








President of Phoenix Group | 








JOHN A. NORTH 





income. The Phoenix wrote its first 
ocean marine policy during that period. 
In 1917 the company moved into a new 
home office building overlooking Bush- 
nell Park and the State Capitol. 

In April, 1917, the Phoenix became a 
partner in the newly organized Ameri- 
can Foreign Insurance Association. 

When Franklin D. Roosevelt was in- 
augurated in January, 1937, President 
Milligan had directed its affairs for 
almost 24 years. Under his leadership 
the company had grown sturdily in 
size and reserve ability to meet eco- 
nomic contingencies. The Connecticut 
Fire, Reliance Insurance Co. of Canada, 
Central States Fire, Minneapolis Fire 
and Marine, Atlantic Fire and Great 
Eastern Fire and Marine had added 
their strength to that of the Equitable 
Fire and Marine to form the Phoenix 
Group of Insurance Companies. Mr. 
Milligan died in April, 1937. 


Mr. Milligan was succeeded by George 
Clifton Long, Jr. who had been princi- 
pal lieutenant of Mr. Milligan from 


1926 on. A Kentuckian who is a Uni- 
versity of Virginia Law School graduate, 
he left practice of law in 1904 to go 
with Cravens and Kelly, now Cravens, 
Dargan and Co., Houston, Texas. He 
was made a special agent of Home 
Insurance Co. in 1906 and in 1909 joined 
Phoenix as special agent in Louisiana 
and Mississippi, being brought to home 
office in 1912 and placed in charge of 
Southern department. He was elected 
assistant secretary in 1913, three years 
later being elected secretary and in 1923 
vice president. He became the senior 
officer of Phoenix when George M. 
Lovejoy died in 1926 and in May, 1937 
was elected president. At the time of 
his election assets had grown to approx- 
imately $58,000,000. The wisdom of his 


administration was again demonstrated 
during 1937 when the comp: inies had 
large losses in a windstorm which de- 


stroyed more than $40,000,000 of property 


along the Atlantic Coast. The company 
survived this and other difficulties so 
well that by end of the year it had 


assets of $61,500,000. The Phoenix estab- 
lished its own New York Metropolitan 
department at 110 William Street under 


the temporary supervision of Secre- 
tary John A. North who shortly there- 
after turned over the management of 
the department to Edward J. Martin, 
previously chosen for the position. This 
department expanded rapidly. Mr. Mar- 
tin was named secretary, brought to the 
home office in Hartford and was suc- 
ceeded by Charles A. Collin, present 
manager. 


The economic situation that prevailed 
1945 helped the Phoenix assets reach 


(Continued on Page 24) 
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Crum & Forster Sets 
Up Inland Marine Dept. 


FOR COUNTRYWIDE FACILITIES 


Charles A. Kirkland Appointed Assis- 
tant V. P. to Be in Charge of 
New Department 
Charles A. Kirkland, Jr., has been 
appointed assistant vice president of 
Crum & Forster for the purpose of set- 
ting up countrywide facilities for the 
direct writing of inland marine business 
by the companies of the Crum & Fors- 

ter Group. 

For many years Appleton & Cox, Inc. 
has represented the companies in the 
inland marine operations and they will 
continue in the same capacity. 

The management of Crum & Forster 
believes that there is a field for the rep- 
resentation of their companies by both 
Appleton & Cox, Inc. and Crum & 
Forster following the practice of several 
other prominent companies who have 
for many years operated in the inland 
marine business both through marine 
management companies and on a direct 
company basis. This move will round 
out complete facilities to fire and cas- 
ualy agents now reporting direct to the 
companies under the management of 
Crum & Forster. = 

As the procedure develops, a joint an- 


nouncement will be made by Appleton 
& Cox, Inc. and Crum & Forster to 
agents of the companies in the several 
regional department territories. Apple- 
ton & Cox, Inc. also continues as sole 
representative of the companies for the 
writing of ocean marine business. 


Justin McCarthy Slated to 


Be Illinois Ins. Director 
Illinois Insurance Director 
Justin T. McCarthy, a Chicago 
now well understood. An- 
nouncement of his appointment is ex- 
pected to be made by Governor 
Stratton of Illinois. 

Mr. McCarthy will succeed to the post 
left vacant by the unexpected death re- 
cently of Robert E. Barrett. 

Born in 1902 and graduated from 
DePaul University Law School, Chicago, 
Mr. McCarthy was admitted to the Illi- 
nois Bar in 1926. He has been engaged 
in law practice and in real estate work 
with offices at 100 North La Salle Street, 
Chicago. His home is in the Beverly 
Hills section of Chicago. 


The 
will be 
lawyer, it is 


new 


soon 


D. E. Monroe Dies in Tryon 


D. E. Monroe, who retired from the 
Commercial Union Group in October, 
1941, after serving as assistant United 


States manager for some years, died last 


week in Tryon, N. C. 


His insurance career, long and active, 
started over 40 years ago. He was first 
a special agent and then, in 1915, he 


Louis as 
became 


American Central of St. 
secretary. He later 
vice president of that company. Called 
to New York in 1931 he became 
sistant United States manager of 
Commercial Union Group, holding 
post until his retirement. 


ARGONAUT CAN ISSUE STOCK 

\rgonaut Underwriters Insurance Co. 
ot Los deg igi has been granted a 
permit by the California Insurance De- 
partment to issue and sell 3,500 shares 
of its $100 par value stock to the Argon- 
aut Underwriters, Inc., at a price of 
$214.30 per share. 


joined 
assistant 


as- 
the 
this 


Congress to Restore Tax 
Credits on Co. Dividends 


IN OMNIBUS TAX REVISION BILL 


Special Resolution to Be Introduced 
Shortly So As to Remove Discrim- 
ination Against Non-Life Cos. 


Discrimination against stock fire, cas- 
ualty, marine and title insurance com- 
panies contained in the omnibus tax re- 
vision bill passed by both House and 
Senate and approved in conference, may 
be corrected in a_ special resolution 
scheduled for quick introduction in Con- 

Under terms of the bill as it emerged 
from conference, insurance company 
dividends were specifically barred from 
dividends-received tax credits and tax 
exclusions accorded to dividends paid 
by other types of corporations. This 
discrimination was in the bill as it 
passed the House, and was inspired by 
the Treasury Department and aimed at 
life insurance companies which, accord- 
ing to Treasury, already receive a con- 
siderable tax “break.” ' 
Non-life stock insurance companies 
maintained at Senate Finance Commit- 
tee hearings that they are taxed on ex- 


actly the same basis as other corpora- 
tions, and consequently should be en- 
titled to the same dividend-received 


benefits under the omnibus tax measure. 
30th the Treasury and the committee 
agreed, and the bill as reported to the 
Senate restored the exclusion and credit 
to dividends paid to individuals by stock 
fire, casualty, marine and title insurers, 
with life company dividends still denied 
the benefits. 

Entire Provision Voted Down by Senate 

The Senate voted down the entire 
provision for tax credit on dividend pay- 
ments, although that body approved a 
$50 exclusion in its bill. Therefore, since 
the credit was not given to any insur- 
ance companies in either version of the 
bill which actually went into conference, 
the discrimination could not be remedied 
within the conference. However with 
respect to the exclusion provision, this 
was in both bills and the insurance com- 
pany clause could therefore be approved 
by the conferees 

Since it was recognized that exclusion 
of the stock other-than-life companies 
was an oversight it was generally 
agreed that this did represent a dis- 
crimination. Thus, the special resolu- 
tion was decided upon as a remedy. The 
conferees set the new tax credit at 2% 
for this year and 4% in following years, 
and the resolution will propose extend- 
ing this favorable tax treatment to divi- 
dends paid to individuals by stock fire, 
casualty, marine and title insurance 
companies. 

The Senate changed the House-passed 
bill so that the 85% intercorporate divi- 
dend credit contained in present law, 
but excluded under the House bill, would 
still apply to dividends paid to corpora- 


tions by all stock insurers, including 
stock life companies. The conferees on 
the omnibus tax bill pledged that the 


resolution rectifying the other discrim- 
ination will be passed before adjourn- 
ment. 


O’NEILL GETS MILWAUKEE POST 

The American-Associated Insurance 
Companies have appointed Robert J. 
O’Neill as fire and marine manager in 
the Milwaukee office. Mr. O'Neill, for- 
mer state agent for the New Hampshire 
Group and well-known in the Wisconsin 
field, has already taken over his new 
duties which include supervision of the 
newly expanded fire operation of these 
companies in Wisconsin and Michigan. 


NAIA Issues Opinion on Anti-Trust 





Suit Against Minn. Investors Co. 


Although the recent successful Fed- 
eral anti-trust suit against Investors Di- 
versified Services, Inc., of Minneapolis 
upheld the long established stand of the 


National Association of Insurance 
Agents against the coercion of insur- 
ance premiums, the NATA points out 


this week that this case applied only to 
interstate transactions. 

Still remaining is the problem pre- 
sented by a purely local money-lending 
insurance through 
particular sources, thus denying the bor- 
free 

on 


institution coercing 


rower a choice in the placing of 


insurance mortgaged 
through his own agent. Cases of 
nature still require’ effective anti- 
coercion laws on a state level to stamp 
out this harmful practice. 

The original complaint, which charged 
violations of sections 1 and 2 of the 
Sherman Act and Section 3 of the Clay- 
ton Act, was filed in the district court 
in Minnesota on April 26, 1951, against 
Investors Diversified Services, Inc., and 
its five subsidiary financing org: :niza- 
tions, all of which were engaged in the 


property 
this 


business of making loans secured by 
mortgages on residential property in 


about 30 states. These lending organiza- 
tions were charged by the government 
with requiring borrowers to agree that 
only the lenders could sell the neces- 
sary fire insurance on the mortgaged 
property. The defendant mortgage com- 
panies sold in excess of $500,000,000 of 
insurance for fire and other hazards un- 


15- Stes, hilaaasti Staff i 
Up by Penna. Lumbermens 


A general staff consisting of 15 rep- 
resentatives of the supervisory level 
of management has been formed by the 
Pennsylvania Mutual of 
Philadelphia. Fred H. Ludwig, presi- 
dent, said that this group will make 
available to top management the views 
and recommendations of men and 
women responsible for the day to day 
supervision of the company’s operation. 

The group will meet regularly to ex- 
change information on the operations 
of various departments, to solve prob- 
lems through group discussion and. to 
forinulate recommendations to the oper- 
ating committee 

The operating committee, consisting 
of Mr. Ludwig and four vice presidents, 
was organized recently to assure close 
integration and coordination of execu- 
tive direction of PLM. The general 
staff, which reports directly to the presi- 
dent and the operating committee, sends 
representatives to operating committee 
meetings when its recommendations are 
to be discussed. 


Lumbermens 


Allstate Reduces Auto 
Collision Rates in Ont. 


Allstate has made a 20% reduction in 
auto collision and comprehensive rates 
in Ontario and the same applies to cer- 
tain areas of British Columbia except 
Vancouver. Auto P.D. and B.I. rates 
remain unchanged. 


MORE STATES ADOPT DEFINITION 

The Committee on Interpretation of 
the Nationwide Marine Definition has 
advised Insurance Departments and com- 
panies that six additional states have or 
will adopt amendment section E. 2(d) to 
this nationwide definition. They are 
Arkansas, Florida, Michigan, Mississippi, 
New Jersey and South ( Carolina. 


der the above arrangements. 


Existing Contracts Cancelled or 


Annulled 


Under the terms of this consent de- 
cree, according to the NAIA, all existing 
contracts regarding hazard insurance 
with respect to mortgage loans owned or 
serviced by the defendant lending or- 
ganizations are cancelled and annulled 
insofar as any defendant has the right 
or authority under the terms of such 
contract to place or write hazard insur- 
ance on the mortgaged property in be- 
half of a borrower in any of the com- 


panies. All of the companies, the NAIA 
points out, are enjoined in the future 
from: 


(a) Requiring a borrower to agree, 


as a condition to the making of a 
mortgage loan, to buy or place the 
hazard insurance from an agent or 


broker designated by the defendants; 
(b) Claiming, on behalf of any de- 
fendant, any right which prevents a 
borrower from placing hazard insur- 
ance with anyone other than agents 
or insureds selected by a defendant ; 
(c) Refusing to make a mortgage 
loan because the borrower will not 
purchase or accept hazard insurance 
placed or written by a defendant. 

The NAIA points out that not only 
are the defendant lending organizations 
required to allow prospective borrowers 
free choice in the placing of fire or 
or other hazard coverage, but they are 
directed by the decree to inform present 
borrowers that they have the option to 
choose their own agent or company 
when their policy comes up for renewal. 


America Fore’s New Offices 
In W. Hartford Open Today 


The America Fore Insurance Group 
opens its consolidated Hartford offices 
in the new America Fore Building at 
920 Farmington Avenue, West Hartford, 
today (July 30). 

This move brings under one roof the 


branch office of the Fidelity & Casualty, 
previously located at 49 Pearl Street, 
and the field office of the fire companies 
of the group consisting of the Conti- 
nental, Fidelity-Phenix, Niagara and 
American Eagle, formerly located at 57 
Pratt Street. 

Fieldmen of the fire companies who 
will be located in the new building in- 
clude State Agent Parker Spaulding and 
Special Agents Thomas J. Walsh and 
Augustus M. Wilson. 


Leo C. Delaney continues as resident 
manager of the Fidelity & Casualty and 
Leonard J. Reeves as manager of the 


claims department. 


COLCORD TO ROCHESTER 
Fireman’s Fund Group has transferred 
fire special agent Carl H. Colcord to 
Rochester, N. Y., replacing Special 
Agent Robert K. Porter, who is to be 
assigned new responsibilities in an- 
other territory. Mr. Colcord joined Fire- 


man’s Fund in 1946, after U.S. Navy 
service. Experienced in all phases of 
fire underwriting and production, he 
previously represented the Group as 
special agent in Connecticut. 

NAMED SPECIAL AGENT IN VA. 
Thomas W. Graham, Jr., has been 


appointed special agent for the Aetna 
Insurance Group in Virginia, His head- 
quarters are in Richmond where he is 


associated with Resident Manager E. 
B. Smoot. Mr. Graham attended Trin- 
ity College and received his B.S. de- 


gree from the University of Connecti- 
cut School of Business Administration. 
He joined the Aetna in 1949 and has 
attended its multiple line training school, 
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Two Promotions Made 
By Springfield F. & M. 

A. H. CLARKE & C. SORENSON, JR. 

Post of Director of Education for 


Clarke; Sorenson Heads Auto- 
mobile Department 





The Springfield Fire & Marine an- 
nounces the appointment of Arthur H. 
Clarke as director of education and 
Christopher Sorenson, Jr., i 


as superin- 





Arthur Johnson 
ARTHUR H. CLARKE 


tendent of its automobile department, 
both promotions being effective Septem- 
ber 15. 

A native of Newton, Mass., Mr. Clarke 
has had 14 years of underwriting ex- 
perience with a general agency in Bos- 
ton. He joined the Springfield Fire & 
Marine in 1945 as special agent in east- 
ern Massachusetts. Since 1952 he has 
served as superintendent of the automo- 
bile department. 

Last September, Mr. Clarke received 
the CPCU designation. He has organ- 


Arthur Johnson 
CHRISTOPHER SORENSON JR. 


ized insurance courses at the Univer- 
sity of Massachusetts and is the author 
of the popular insurance textbook, 
“Standard Answers.” 

Superintendent Sorenson was grad- 
uated from Northampton Commercial 
College and has completed the Insur- 
ance Institute of America courses. Be- 
fore joining Springfield F. & M. In 
1945, he spent four and one-half years 
in the U. S. Infantry. Since 1951 he 
has served the company as assistant su- 
perintendent of its loss department. 





Average Reduction of 6% in Mass. 
Fire Insurance Rates Effective Aug. 


Massachusetts fire insurance rates will 
be reduced on a statewide basis on Au- 
gust 2, thereby saving property owners 
an estimated $3,000,000 a year. On some 
seasonal dwellings rates have been cut 
as much as 50% and for many dwellings 
and apartment house owners the sav- 
ings will be considerably more than the 
over-all average reduction of 6%. 

Many other classes than dwellings will 
have net savings in insurance costs, with 
the extension of the term privilege— 
with this 20% five-year discount—to vir- 
tually all classes of risks. In a_ few 
cases, the term discount savings will be 
offset by new percentage rate advances, 
based on loss experience. 

The new reduced rates will apply to 
all policies having inception dates on 
or after August 2. Those with incep- 
tion dates on or after June 18 can be 
adjusted by charging the old rate pro 

rata to August 2, and the new rate for 
the balance of the term. 

Policies with inception dates prior to 
June 18 can be adjusted by using special 
endorsement forms, charging the earned 
premium short rate to August 2 and the 
new rate pro rata for the balance of the 
term. This can be done with both pre- 
paid and installment policies, but any 
premium credit on installment policies 
will be applied in equal divisions against 
future installments. 


Farm Rates Also Revised 


Farm rates are revised, too, and the 
farm basic rate is increased from $1.30 
to $1.50. Some farm charges are drop- 


ped, including the former charges for 
wiring not in conduit, for no electricity 
and for having repair shops. 

Rate reductions affected dwelling 
property in all cities and towns in the 
state but were most marked on seasonal 
dwellings and those with wood shingle 
roofs. The former higher rates for sea- 
sonal dwellings are abandoned, and sum- 
mer cottages will now take the same 
firm rate as year-round property. The 
former extra charge for wood shingle 
roofs, ranging from one to five cents, is 
also dropped. 

Commenting on these changes, Execu- 
tive Manager Benjamin M. Hermes of 
the New England Fire Insurance Rating 
Association said that they will materially 
ease the work of policy writing in agen- 
cies as well as reducing insurance costs 
for the property owners. 

Two-family dwellings will also get 
greater than the average rate reduction 
as they will pay the same rate as one- 
family, instead of from two cents to 
seven cents per $100 more. The distinc- 
tion between three-family and four- 

family dwellings is also wiped out. 

With the extension of the term rule 
to all classes in Massachusetts other 
than floaters and reporting forms, Mr. 
Hermes issued the following instruc- 
tions: 

“Policies covering property previously 
ineligible for term discounts may not 
be extended in term by endorsement to 
take advantage of the change in the 
term rule. If cancelled for the purpose 
of rewriting for a term, cancellation 
must be at short rates.” 





VOTE TO DISSOLVE 


Underwriters Assn. of N. Y. State and 
Supervisory & Adjusting Fire Ins. 
Agents to End Long Careers Dec. 31 
George F. Nelson, suburban New York 

fieldman of the Commercial Union Group, 

who is president of the Underwriters 

Association of New York State, an- 

nounces the forthcoming dissolving of 

this old-time organization. The vote to 
do so was taken at the recent meeting 
at Lake Placid, N. Y., following the 
unanimous recommendation of the exec- 
utive committee, headed by P. W. Haley, 
state agent of the Agricultural Group 
in Syracuse, N. Y. The association will 

end its career on December 31, 1954. 

It will be recalled that the Under- 
writers Association preceded the New 
York Fire Insurance Rating Organiza- 
tion in the handling of rating matters 
in upstate New York. However, in re- 
cent years, it had formally cooperated 
in the study of farm insurance prob- 
lems and other matters of form and 
rule treatment at local levels. 

The association also voted unanimously 
a recommendation that the Field Clubs 
each elect two members and an alternate 
to meet as a central committee for 
research and study on a statewide or 
territorial basis in cooperation with the 
rating methods research committee of 
the EUA. This phase of Field Club co- 
operation it is felt, will be followed with 
keen interest, particularly in view of the 
excellent possibilities for enlarging the 
scope of this work along public relations 
lines. 

C. L. Newman of Albany, N. Y., who 
headed the 82-year-old New York State 
Association of Supervisory and Adjust- 
ing Fire Insurance Agents announced 
that this organization also voted to dis- 
solve at its meeting held concurrently at 
Lake Placid with that of the Under- 
writers Association of New York State. 


TWO SPECIAL AGENTS NAMED 

Gordon C. Mears has been appointed 
special agent under Manager J. S. Bur- 
goon in the Rockford office of the 
Security-Connecticut Companies and 
Robert E. Comrie as special agent under 
Manager George Haage in the Detroit 
office of these companies. 


New York Department 


(Continued from Page 18) 


Volume 4, to a considerable extent, 
breaks fresh ground. He says this is 
particularly true of the chapter by Ray- 
mond Harris, 40-year career man in the 
Department and Deputy Superintendent 
and counsel, on “The Commerce Clause 
and the Business of Insurance,” and the 
chapter by Alfred C. Bennett, the De- 
partment’s special counsel and attorney 
for the liquidator, who discusses “Liqui- 


dation of Insurance Companies.” 


The departmental technicians and in- 
dustry experts who are making possible 
the New York Department’s series, and 
who have already given much of their 
valuable time in preparation of lectures 
deserve the 
wholehearted appreciation of the insur- 
ance industry. While the Department’s 
main idea was to use the series as 


printed in this series, 


“textbooks” for all of its new examiners, 
it developed soon after the first volume 
was published that supervisory authori- 
ties in other states, insurance company 
officials, insurance producers and buy- 
ers, and even universities, both here 
and abroad, were not only interested 
but anxious to have copies of each book 
in the series. 


It is because of the demonstrated 
practical usefulness of this project, pro- 
viding as it does a keener insight into 
the Department’s examination function, 
and the enthusiastic response from all 
sources, that the New York Department 
is convinced of the wisdom of its action 
in publishing this series. 





NBFU Gives Data on 
Fire-Safe School Bldgs. 


IN NEW 21-PAGE PAMPHLET 
Contains Recommendations for Obtain- 
ing Fire Safety in New Buildings 
and in Existing Ones 
The National Board of Fire Under- 
writers is distributing a new 21 - page 
pamphlet on fire-safe school buildings to 
educational institutions throughout the 

country. 

This publication, well timed, presents 
in brief form the essential elements of 
fire-safe school buildings and makes rec- 
ommendations for obtaining fire safety 
in new buildings and in existing ones. 

The pamphlet points out that on an 
average of once every hour during the 
working day—3,400 times a year—fire 
breaks out in some school. Over a pe- 
riod of years, 827 deaths have occurred 
in 60 of the more tragic school fires. 
Only last spring fire in an up-state New 
York school took the lives of 15 ar lren, 
seriously injured 17 others. In addition, 
11 school fires last year resulted in 
losses of $250,000 or more per fire. The 
structures destroyed included elementary 
schools, high schools and university 
buildings. 

Valuable information is contained in 
the pamphlet on fire-safe building con- 
struction, i.e, the limited use of com- 
bustible material, fire separation between 
stories, subdivision of large-area build- 
ings by fire-resisting walls, and ade- 
quate exit facilities. It is pointed out 
that fire extinguishers are needed for 
incipient fires wherever they may occur. 
Standpipe and hose systems are required 
in the taller buildings. Automatic 
sprinkler systems are the answer where 
more than a limited amount of combus- 
tible material is present in construction 
or occupancy. They are also helpful, 
says the National Board, in overcoming 
some structural defects, and provide ex- 
cellent control of fire hazards. 





Inspection Blank Included in Booklet 


Included with the booklet is an inspec- 
tion blank which suggests that inspec- 
tions are to be made monthly by the 
building custodian and a member of the 
school faculty and quarterly by them, 
accompanied by a member of the fire 
department. The blank, properly filled 
out, is to be filed with the board of 
education or school commissioners. 

The National Board holds that many 
existing school buildings can be improved 
and made reasonably safe. Others have 
hazards which could be corrected only 
with such large costs as to make correc- 
tion impracticable. When that is found 
to be the case, the National Board ad- 
vises that the use of such buildings 
should be discontinued immediately. 

It is emphasized that school fire safe- 
ty requires more than a building of fire- 
resistive construction. The National 
Board recommends properly balanced 
fire extinguishing facilities, means for 
guarding against fire hazards, and regu- 
lar fire exit drills. Above all, school 
fire safety requires the continuing ad- 
ministrative attention to maintenance of 
all these features. 


D. R. Ackerman Sails Today 


For Rio de Janeiro 

Daniel R. Ackerman, chairman of the 
board, Great American Insurance Co., 
will leave today (July 30) on the S.S. 
Santa Margarita for Rio de Janeiro and 
the Fifth Hemispheric Insurance Con- 
ference. 

This gathering will be attended by in- 
surance executives from nearly every 
country in North and South America. 

Mr. Ackerman is a trustee and for- 
mer president of the American Foreign 
Insurance Association—overseas service 
organization for the Great American and 
23 other large American fire, marine and 
casualty companies. 


Accompanied by Mrs. Ackerman, he 


will visit Rio de Janiero and Santiago, 
Chile, where Great American offices are 
located, and Buenos Aires. 








Page 22 


UNDERWRITER 











July 30, 1954 








H. F. Legg Selected by 
N. Y. I-Day Committee 


AS EXECUTIVE SECRETARY 


Board of Trade Official Will Handle 
Details for 2nd Annual Insurance Day 
Sept. 15 at Biltmore Hotel 





Harry F. Legg, well known to the 
insurance fraternity as secretary-treas- 
urer of the insurance section, New York 
Board of Trade, Inc., has been selected 


by the ten sponsoring organizations of 


HARRY F. LEGG 


the second annual New York Insurance 
Day to be executive secretary to the 
permanent committee. Mr. Legg will 
take over all details in staging this im- 
portant industry gathering, to be held 
Wednesday, September 15, at Hotel Bilt- 
more, New York. 

In addition to his insurance duties 
with the Board of Trade Mr. Legg is 


also executive secretary of its textile 
section. He has been in the insurance 
business since i919 and has served as 


an executive officer of several insurance 
companies. Under his direction I-Day 
committees have already been formed to 
carry out the many arrangements neces- 
sary for the success of the undertaking. 


Program Highspots 


It was announced this week by Mr. 
Legg that the morning program for 
I-Day will consist in part of “new idea” 
presentations arranged by the New 
York Chapter of CPCU’s, the Accident 
& Health Club of New York, and the 
CLU New York Chapter. Each will 
present a central theme, representing 
mafiy hours of conference and planning 
by their respective members. 

Another attraction is a special “Serv- 
ices of the Producer” to be directed by 
Dean Arthur C. Goerlich of the New 
York Insurance Society. 

Albert E. Mezey, president of the 
New York City Agents Association, Inc., 
and David N. Sugarman, president of 
the Greater New York Insurance Brok- 





ers Association, are chairmen of other 
sessions. 

The evening events will be guided by 
Jerome S. Miller, general chairman of 
New York Insurance Day. 

Alfred I. Jaffe is program committee 
chairman. 

Mr. Legg announced this week that 
admissions to the Insurance Day meet- 
ing will be by advance registration only. 
Admission charge will be one dollar for 
the 10:00 a.m. to 10:00 p.m. sessions. 
Headquarters for 1954 New York Insur- 
ance Day committee are at 291 Broad- 
way, New York 7, and any information 
regarding the event may be obtained 
through Mr. Legg whose _ telephone 
number is BA 7-9494. 


OHIO VETERAN AGENT DIES 

J. Ben Wilkinson, 81, died in Pique 
(Ohio) Memorial Hospital,..where he 
had been a patient since January. He 
had been in the insurance business here 
60 years. For a number of years he 
was a trustee of the Ohio Association of 
Insurance Agents. 





Hervey K. Wells, insurance agent of 
Menands, N. Y., died recently after a 
brief illness. 


National Mutual Expanding; 


Makes Two Promotions 
Bernard S. Gewirz, vice president of 
National Mutual Insurance Co. of Wash- 
ington, D. C., announces the transfer 
of the company’s underwriting and 
agency departments from Baltimore to 
Washington. The company, which is 
now entering its 2Ilst year, has en- 
larged its quarters and staff in the In- 
vestment Building at 15th and K Streets, 
N. W., to provide for expanding opera- 
tions. 

Jerome N. Smith has been appointed 
director of agencies and William E. 
Hidey as head underwriter. Mr. Smith 
has been with National Mutual for nine 
years and Mr. Hidey for four years. 


Saul Kornreich Names 


Twin Sons as Vice Presidents 

On the occasion of its 37th anniver- 
sary in business, Saul Kornreich & Co., 
Inc., New York brokerage 
firm at 116 John Street, announces the 
addition of the 


insurance 


two new members to 
firm and a change of name. 

President Saul Kornreich, who founded 
the business in 1917, is proud to welcome 
his sons, Matthew R. and Morton A., 
as vice presidents and has changed the 
firm’s name to Saul Kornreich & Sons, 
Inc. Interestingly, the Kornreich broth- 
ers are identical twins. Both saw serv- 
ice in the U. S. Air Force during World 
War II; both were graduated from Uni- 
versity of Pennsylvania and they both 
belong to the same clubs—Vernon Hills 
C. C. and New Rochelle Beach and 
Tennis Club. 

Their father has been a_ successful 
producer of both general insurance and 
life and A. & H. lines for many years. 
He is presently one of the Connecticut 
General Life’s production leaders in life 
and personal A. & H. sales, and is a 
member of the Million Dollar Round 
Table. Active in civic and philanthropic 
work, Mr. Kornreich was one of the or- 
ganizers of the Young Men’s Philan- 
thropic League. His A. & H. articles 
have been widely circulated. 


Matthew R. and Morton A., who are 


approaching their 30th birthday, have 
done well in insurance to date. Matt 
started in his father’s office in 1948; 


took the Insurance Society’s courses, 
and achieved recognition by his recent 
A. & H. article giving his personal 
philosophy on the A. & H.. business. 
Mort went into his father’s firm in 
1951 after some sales promotion ex- 
perience. He was recently graduated 
from LUTC and is now working toward 
his CLU designation. He belongs to 
the Young Men’s Board of Trade. 


Virginia Short Course 

The Virginia Association of Insurance 
Agents will hold the seventh short 
course of its stock insurance school at 
University of Richmond, August 30, 31 
and September 1. The course will fea- 
ture new sales ideas to better meet com- 
petition and promote more dollar profits 
for the agent. 


ST. LOUIS BROKER DIES 
Clemens H. Friedman, 51, St. Louis in- 
surance broker, died recently of peri- 
tonitis at the Veterans Hospital in that 
city. 
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Ter Bush & Powell Makes 


Two Staff Promotions 

The promotions of Vincent de Paul 
MeMullin and William A. Kitchen have 
been announced by Ter Bush & Powell, 
Inc., Schenectady, N. Y. agency. Mr. 
McMullin has been named manager of 
the fire and casualty departments while 
Mr. Kitchen has been advanced to casu- 
alty and fire agency supervisor. 

Mr. McMullin, graduate of St. Joseph’s 
College, Philadelphia, attended Univer- 
sity of Pennsylvania Law School, and 
then served three World War II years 
in naval aviation in the Pacific. He 
joined Ter Bush & Powell, Inc., in De- 
cember, 1952, as agency supervisor after 
insurance experience in Philadelphia. 

Mr. Kitchen has been with the firm 
since October, 1945, when he was re- 
leased from war service. Since then he 
has served as a contract agent and 
broker. Both he and Mr. McMullin are 
members of the Schenectady County As- 
sociation of Insurance Agents. In addi- 
tion he is a past director of the local 
life underwriters association and past 
president of the Agents’ Club of Ter 
Bush & Powell, Inc. As a field artillery 
officer in the war he won the Air Medal 
with four clusters and five battle stars. 
He ranks as a major in the USAR. 


Hannegan’s Estate Settled 

Final settlement of the estate of the 
late Postmaster General Robert E. Han- 
negan of St. Louis, approved July 17, 
by Probate Judge Thomas J. Boland, 
reveals that it had a gross value of 
$1,083,938. Mr. Hannegan at the time 
of his death on October 6, 1949, was a 
member of the insurance agency of 
Solomon, Hannegan, Portnoy & Asso- 
ciates, Inc., of St. Louis. A former prin- 
cipal owner of the St. Louis Cardinals, 
he also served at one time as chairman 
of the National Democratic Administra- 
tion. 

With the payment of $473,510 in law- 
ful debts against the estate, there was 
a balance of $610,429 for distribution to 
Mr. Hannegan’s widow, two sons and 
two daughters. The principal assets 
were: stocks and other securities, $594,- 
308; bonds and mortgages, $415,255; 
cash, $29,107 ; household goods and chat- 
tels, $18,625; and life insurance, $15,067. 
The major debts were $302,268 in gen- 
eral and special Federal, state and mu- 
nicipal taxes. 

The final statement also revealed that 
$391,079, after taxes, had been paid to 
Mrs. Hannegan, leaving a final payment 
of $9465 due her. A trust fund of 
$19,315 was left to each of the children, 
Patricia M., Robert E., Jr., William P. 
and Sally Ann Hannegan. 


OHIO INCORPORATIONS 

The Jefferson Insurance Agency of 
Toledo has been incorporated by A. A. 
Haddad, Ruth L. Jackson and Max 
Smith. 

Incorporation papers have also been 
issued to the Mack-Bond Agencies of 
Columbus. Incorporators are Morris 
Lopper, Keith Martin and Robert E. 
Albright. 
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Recent surveys show that the electric wires in many homes are dangerously 
overloaded. And overloaded wires can set your house on fire. How can you 
guard against this hidden hazard? First, use only safe (15 ampere) fuses. Putting 
in heavier fuses to keep safe fuses from blowing creates a perilous condition. 
Second, don’t plug an air conditioner or other heavy-duty appliance in any 
ordinary household outlet. Check with your electrician first. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY ¢ THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY ¢ STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 








This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clintor L. Allen, President 




















Man who knows 
the answers 


So many things have a bearing on 
your insurance needs. For example: 
buying a house or remodeling it— 
adding to your household posses- 
sions—your children growing up— 
taking a trip—buying a boat—play- 
ing golf—or even acquiring a dog. 
It isn’t easy for the average man to 
know which policies give him the 
necessary coverage, or what to do in 
event of loss. But there #s a man who 
knows the answers. Your local agent. 


Follow these time-tested rules:— 


CONSULT YOUR AGENT OR BROKER 
THINK FIRST OF THE AETNA 
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Anne E. Woods and Marion L.Musante 


Prominent At Secretaries’ Meeting 


Anne E. Woods, 
of Pritchard & Baird, Inc., reinsurance 
brokers at 99 John Street, New York, 
and Marion L. 
Parker-Allston Associates, Inc., insur- 
ance advertising agency at 116 John 
Street, New York, played active roles 


assistant secretary 


Musante, secretary of 





retaries Association and its New York 
City Chapter for over five years. Miss 
Woods served as chairman of the 1954 
“boss night” program of the New York 
Chapter. Miss Musante was correspond- 
ing secretary in 1949; and chairman of 
the “Manhatter,” the monthly bulletin, 
for three years, and served as president 


Left to right—Anne E. Woods of Pritchard & Baird, Inc., Agnes K. Peterson, 
National Convention Chairman, and Marion L. Musante, Secretary, Parker-Allston 
Associates, Inc., New York. 


in the ninth annual convention of the 
National Secretaries Association, held 
July 21-24 at the Waldorf-Astoria Hotel, 
New York. 

Miss Woods served as chairman of 
the open house committee while Miss 
Musante did a fine job as chairman of 
the advertising and journal committee. 
She was largely responsible for the 64- 
page official program of the convention, 
and as a past president of the New York 
City Chapter was one of the hosts to 
out-of-town delegates. 

The official program contained over 
80 advertisers including Insurance Co. 
of North America, Pritchard & Baird, 
and John C. Kemp, Inc., insurance 
brokers in New York. Mr. Kemp _ has 
the distinction of being the first “boss 
of the year,” so designated in 1951 by 
the New York City Chapter of NSA. 

Both Miss Woods and Miss Musante 
have been active in the National Sec- 


of the New York City Chapter in 1950- 
51. The organization has over 200 mem- 
bers, fully 100 of whom worked dili- 
gently for the success of last week’s 
national convention. 

Miss Woods’ first insurance post was 
with the Insurance Co. of North Amer- 
ica. She has been with Pritchard & 
Baird Inc. since 1948. 

Miss Musante started her insurance 
career with the Fireman’s Fund and 
after two years in its New York office 
she joined Parker-Allston Associates, 
Inc. where she has been for the past 
nine years. As corporate secretary she is 
responsible for the smooth running of 
the organization, and in addition finds 
time to write advertising copy and sales 
promotion material for some of the 
firm’s largest clients. 

Miss Woods and Miss Musante are 
both active members of Insurance 
Women of New York. 





North America Cos. Offer 


Jefferson Memorial Photo 

A dramatic reproduction of the in- 
terior of the Jefferson Memorial, Wash- 
ington, D. C., with the large statue of 
Jefferson as the focal point, is being 
offered, free of charge, by the Insurance 
Co. of North America, 1600 Arch Street, 
Philadelphia 1, Pa. 

The original photograph was made by 
Valentine Sarra, one of the nation’s 
outstanding photographers. It was used 
as the illustration for the second of a 
series of North America Companies’ ad- 
vertisements appearing in leading maga- 
zines. The reproduction is available, 
without advertising, on antique finish 
pap@r, suitable for framing. 


CAMERON ELECTED DIRECTOR 
Freeland R. Cameron, vice president 
and comptroller of the Equity General 
and American Title & Insurance Co., 
both of Miami, has been elected to the 
boards of directors. At the same time 
Clemens Hagglund has been promoted 
to be a secretary of both companies in 
charge of claims. 

These, companies, along with the Ba- 
loise Fire, comprise the American Equity 
Insurance Group. 


MASSIE ELECTED PRESIDENT 
R. H. Massie, president of Dominion 
Insurance Corp., and Massie & Renwick, 


Ltd., was elected president of the In- 
dependent Fire Insurance Conference of 
Canada. 


St. Paul Companies Show 
Gains for First 6 Months 


St. Paul Fire & Marine for the first 
six months of 1954 reports net under- 
writing profit of $2,477,671 and net pre- 
miums written of $25,939,187, an increase 
of $118,620. Surplus increased $7,804,040 
and assets increased $6,642,101. 

St. Paul-Mercury Indemnity made a 
net underwriting profit for the first six 
months of $2,185,228; increased its sur- 
plus by $2,608,090. Its net premiums 
were $22,018,025, a gain of $508,960, and 
assets of $75,493,715, an increase of $3,- 
082,005. 

The other subsidiary, Mercury Insur- 
ance Co., reported a decrease of $604,145 
in net premiums and a decrease of $407,- 
025 in unearned premium. Its assets in- 
creased $139,656 and surplus increased 
$811,108. Net underwriting profit was 
$655,115. 


Fry Promoted by St. Paul 
Group to Ass’t Secretary 


Robert L. Fry, who was. recently 
transferred by the St. Paul Group from 
San Francisco to the home office in St. 
Paul, Minn., has been elected assistant 
secretary of the three companies in the 
group. 

Mr. Fry graduated from Stanford 
University in 1933, and joined the St. 
Paul Companies in 1947 as a field man 
in northern California in which capacity 
he served until November, 1949, when he 
was transferred to the San Francisco 
office as office manager. 











EMIL'S FINE RESTAURANTS 
“New York Rendezvous for Insurance People” 


23 Park Row (opp. Woolworth Building) beautiful—spacious—Lobster 
Dinner—$2.75 all day. Table d'hote from $1.60. Kitchen open to 9 P.M. 
Bar till midnight Monday thru Friday. 

For special parties phone WOrth 2-2514. Luncheons moderately priced. 

213 Pearl Street (near Maiden Lane) Real Old Atmosphere — 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 


BOTH AIR CONDITIONED 








Phoenix Centenary Book 


(Continued from Page 19) 


$81,187,000 with surplus to policyholders 
of nearly $63,000,000. President Long 
increased the market fluctuation reserve 
to $14,000,000, as security prices headed 
down and domestic readjustments re- 
flected the aftermath of war. 

In 1946 the Phoenix pioneered in in- 
surance against “all risks” on cameras 
and equipment used in the atomic bomb 
“Crossroads” test off Bikini. Other new 
business, and inflated values, contributed 
to a record of more than $19,000,000 in 
premium income. 

The Phoenix in 1948 purchased eight 
acres at Woodland Street and Asylum 
Avenue and built a new home office 
building needed because of the surge in 
business growth, the larger number of 
employes and need of more space. In 
1950 the capital stock was increased to 


$7,500,000. During that year a casualty 
department was established, responsi- 
bility being entrusted to Mr. North, 


then executive vice president and the 
company began to exercise its full char- 
ter powers by engaging in “multiple 
line underwriting.” One of its affiliates, 
the Connecticut Fire, celebrated its cen- 
tenial. Underwriting results continued 
favorable in spite of ammunition ex- 
plosions in South Amboy, N. J. and a 
series of destructive windstorms. The 
Atlantic Coast storm of November, 1950, 
produced the greatest single catastrophe 
loss the business has yet suffered and 
it cost the Phoenix $3,000,000. Premium 
income by the end of 1950 reached $31,- 
600,000 and assets had climbed to 
$112,000,000, with $39,000,000 net surplus. 





The present head of the Phoenix, John 
A. North, was elected the seventh presi- 
dent of the company in January, 1951. 
His entire business training has been 
with the company, starting during school 
vacation and as a regular employe after 
graduation in 1925 from Yale University. 
From that year until 1936 he was a 
special agent in Texas, Connecticut, 
Western Massachusetts and Vermont. 
He became an officer in 1939, vice presi- 
dent in 1941, a director in 1943, executive 
vice president in 1949. The North fam- 
ily had long been associated with the 
Phoenix. President North’s great-grand- 
father, John G. North, ran an insurance 
agency in New Haven, and started to 
aera the Phoenix in 1855. President 
North’s grandfather, John C. North, his 
father, he Richard North, an uncle 
Donald G. North and his brother, David 
A. North, each represented the Phoenix. 
North’s Insurance Agency of New Haven 
is the oldest, continuous agency con- 
nections of the company. 

For years John A, North has been 
active in industry association. In 1939 
he was elected a member of the public 
relations committee of National Board 
of Fire Underwriters and he became the 
first president of the American Institute 
of Property and Liability Underwriters 
of Philadelphia, one of the principal edu- 
cational bodies of the business and 
dedicated to better training of insurance 
men and women. He had been chairman 
of Hartford Chapter of American Red 
Cross. He had a large part in the plan- 
ning, designing and later, with the 
architect and builder, in the supervision 
of erecting the new home office of the 
Phoenix. The total premium income 
of the entire Phoenix Group of Com- 
panies, as of December 31, 1953, was $76,- 
600,000. Total assets were $174,176,000. 
Total losses paid by the Group since 
organization of the Phoenix amount to 
$577,676,000. 





Staff Promotions Made by 
Resolute of Hartford 


Resolute Insurance Co. of Hartford 
has appointed Kenneth H. Field as 
treasurer, George W. Salzer as assistant 
secretary, and Morton Laxer as comp- 
troller. 

In 1948 Mr. Field joined the Resolute 
in its accounting department and was 
appointed assistant secretary in Sep- 
tember, 1952. After serving three war 
years in the Intelligence Section of the 
20th Corps in Europe, he joined National 
Fire of Hartford. He is a graduate of 
Bay Path Institute. 

Mr. Salzer originally joined the Reso- 
lute’s advertising staff in 1950, becom- 
ing its advertising manager in Septem- 
ber of that year. He had _ previously 
been associated with two advertising 
agencies servicing accounts and_plan- 
ning promotion campaigns. He is a 
member of the Advertising Club of 
Hartford, the National Sales Executives 
Club, and a former member of the In- 
dustrial Advertising and Marketing 
Council. Mr. Salzer will continue to di- 
rect the advertising and sales promotion 
programs of the company. 

Mr. Laxer is a graduate of the College 
of the City of New York and is a CPA. 
Prior to joining the Resolute, he was 
associated with Lybrand, Ross Brothers 
& Montgomery, New York public ac- 
countants. More recently, he was chief 
accountant of the Service Fire of New 
York, responsible for company tax re- 
turns, financial statements and insurance 
department reports. He is a member 
of the New York State Society of Cer- 
tified Public Accountants. 

The Resolute is one of the leading in- 
dependent insurance companies special- 
izing exclusively in physical damage and 
related coverages for financed motor 
vehicles and mobile homes. 





Stock Co. Agent’s Course 
Adopted in New Orleans 


An educational program for stock 
company agents, developed by the In- 
surance Institute of America, has been 
adopted by the New Orleans Insurance 
Exchange, according to James C. Kraus, 
president. The program consists of 
scheduled courses to be given by the 
Orleans Parish School Board and pro- 
vides comprehensive training in general 
lines of insurance along with special in- 
struction on Louisiana laws and regula- 
tions for the business. 


America Fore Results 


(Continued from Page 1) 


Fidelity & Casualty, $79,994,921, an in- 
crease of $16,097,841. 

The net investment income of all 
companies showed an increase. 


Net Premiums Increased by 3.5% 


Premiums written by the entire group 
showed an increase of 3.5%. The four 
fire companies of the group produced 
$81,723,448 in written premiums for the 
period, an increase of $1,951,576 over the 
same period of 1953. The Fidelity & Cas- 
ualty produced $66,094,799 in written pre- 
miums for the period, an increase of 
$2,417,363 over the same period of 1953. 

The statutory underwriting results of 
each of the five companies for the period 
were as follows: Continental, $1,581,440 
profit; Fidelity-Phenix, $1,095,092 profit; 
Niagara, $72,320 loss; American Eagle, 
$239,608 loss; and Fidelity & Casualty, 
$1,076,121 profit. 
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Inselman Named to Top 
Post in Marine Office 
SUCCEEDS TORREY ON DEC. 1 
Assistant Gen’] Manager Kremer to Be- 
come Board Chrmn. of U.S.P. & I. 
Agency; Admiral Holden, Pres. 


George D. Mead, Glens Falls Group, 


who is chairman of the executive com- 
mittee of the Marine Office of America, 
announced July 26 that Owen C. Torrey 
would relinquish his duties as general 





Hanks 
GEORGE INSELMAN 


manager of the Marine Office of Amer- 
ica, effective December 1, 1954. 

George Inselman will succeed Mr. 
Torrey while Carl P. Kremer will con- 
tinue in his capacity as assistant gen- 
eral manager of the Marine Office. In 
addition, Mr. Kremer will, as soon as 
corporate requirements can be met, be- 
come chairman of the board of directors 
of the United States P. & I. Agency, 
Inc., and will continue in that capacity 





OWEN C. TORREY 


as its chief executive officer. Rear Ad- 
miral Edward C. Holden is slated to 
succeed Mr. Kremer as president. 


Owen C. Torrey’s Career 
Owen C. Torrey is a veteran of 42 








years in the insurance business 36 of 
which have been in the service of the 
Marine Office of America. He literally 
grew up in the  retig business. His 
father, the late W Torrey, founded 
the firm of Torrey i Co., one of the 
oldest agencies in Houston, Tex. 

Upon graduation from Cornell Univer- 
sity in 1911, Mr. Torrey joined the firm 
of F. Herrmann & Co., marine under- 
writers in New York, and continued in 
service with its successor, O. G. Orr & 
Co., Inc., until 1917. At that time he 
joined the U. S. Army Air Force and 


served for two years as a lieutenant. 


In March, 1919, 


when the Marine 





ADMIRAL E. C. HOLDEN, USNR 


Office was organized, Mr. Torrey be- 
came its ocean cargo underwriter. In 
1928, he was appointed assistant mana- 
ger in which capacity he served until 
April, 1944, when he was promoted to 
general manager. 

He has been active in interests allied 
with marine underwriting and has 
served in numerous capacities including 
co-director of Associated Aviation Un- 
derwriters; president and director of 





CARL P. KREMER 


S. D. McComb & Co., Inc.; president 
and director of the Board of Under- 
writers of New York; a member of the 
board of managers of the American 
Bureau of Shipping; director and for- 
mer president of the American Institute 
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of Marine Insurance, and a member of 
the executive committee of the Associa- 
tion of Marine Underwriters of the 


United States. 


Inselman Leading Marine Ins. Figure 

George Inselman is one of the leading 
figures in the ocean marine field and 
has had long experience in both un- 
derwriting and claim work. A _ native 
New Yorker, he has been with the 
Marine Office since 1945 in various ex- 


ecutive capacities and became assistant 
manager in June, 1950. 
Mr. Inselman’s’ insurance’ career 


started in 1918, when he joined the 

3ritish & Foreign Marine Insurance Co. 
in New York, serving successively as 
manager of the claim department, sec- 
retary, assistant underwriter and as- 
sistant United States attorney. In 1939, 
he went with the Fire Association ot 
Philadelphia and later became a vice 
president of that company. 

He is active in committee work with 
the American Institute of Marine Un- 
derwriters and has in the past served 
on committees of the Hull Syndicates 
and the Board of Underwriters of New 
York. He has also lectured on marine 
insurance at the Insurance Society of 
New York. 

Carl Kremer’s Prominence 

Carl P. Kremer has been honored by 
many professional and associated ma- 
rine insurance organizations by being 
elected to high office. He has served as 
vice chairman of the marine insurance 
committee of the American Bar As- 
sociation; a member of the board of 
managers of the American Marine Huil 
Insurance Syndicate and the U. S. Sal- 

vage Association. He also serves as 
vice president and director of S. D. Mc- 
Comb & Co., Inc. 

He was graduated from Roanoke Col- 
lege in Salem, Va., with an A.B. degree. 
He was later granted LL.B. and LL.M. 
degrees from Georgetown U niversity. 

Prior to his association with the Ma- 
rine Office of America and the United 
States P. & I. Agency, Inc., Mr. Kremer 
served as secretary of the United States 
Shipping Board and Emergency Fleet 
Corporation. 

Adm. Holden’s Distinguished Career 

Admiral Edward C. Holden, Jr., 
USNR, joined the United States P. & I. 
Agency, Inc., in 1930. He has headed its 
marine safety program on a national 
basis for the benefit of the assured of 
the companies represented by the Ma- 
rine Office of America. In 1951 he was 
named vice president of the agency. 

During World War I, Admiral Holden 
survived the sinking of the USS Cov- 
ington, torpedoed by an enemy U-boat 
off the coast of France. He later served 
as assistant navigator of the USS Texas. 

In the American Merchant Marine he 
served through the grades with the 
Isthmian Steamship Co. of the U. S. 
Steel Corp., progressing from fourth 
mate to chief officer and seeing service 
on all the ocean trade routes throughout 
the world. 

During World War II, Admiral Hol- 
den held top administrative and combat 
commands i in the U. S. Navy in overseas 
service. He was awarded the Legion of 
Merit with Combat “V” for service in 
the Philippine and Okinawa invasions 
and then was given command of the 


USS Admiral William Sims, a super 
transport of the Pacific Fleet. 
A native of Lynn, Mass., Admiral 


Holden received his LL.B. degree from 
Boston University Law School and is 
a graduate of the Reserve Officers’ 
School, U. S. Naval Academy at Anna- 
polis, and the Reserve Officers’ Class, 


Naval War College at Newport, R. I. 
He is a member of the Maritime Law 
Association of the United .States, the 
Maritime Association of the Port of 
New York, the Marine Society of the 
City of New York, and the Society of 
Naval Architects and Marine Engineers. 


Marine Office Founded in 1919 


The Marine Office of America is con- 
sidered the largest stock company pro- 
tection and indemnity underwriter in 
the world. It was founded in 1919 by 
seven fire insurance companies to insure 
American shipping on a fixed premium 
basis. 

The seven companies have remained 
unchanged throughout the years. They 
are the American Insurance Co., Ameri- 
can Eagle Fire, the Continental, Fi- 
delity-Phenix Fire, Firemen’s of New- 
ark, Glens Falls and the Hanover Fire. 

In 1929 the Marine Office purchased 
the United States P. & I. Agency, Inc., 
from the United States Government 
The agency was originally formed in 
1923 to investigate and adjust protection 
and indemnity claims under policies 
written through the Marine Office. 

In 1930 the agency’s safety service 
was expanded to promote safety and 
avoid accidents aboard ships. 


P. H. WAY, JR. PROMOTED 
American Selects Him to Head Its 
Marine-Burglary Dept. Succeeding 
C. A. Kirkland, Jr., Resigned 
The American Insurance Co. has se- 
lected Pennington H. Way, Jr., to head 
its marine-burglary department under 
the general supervision of Vice Presi- 
dent Harry W. Melville. Mr. Way suc- 
ceeds Secretary Charles A. Kirkland, Jr., 
who leaves the American to head the 
marine department of Crum & Forster 

group. 

Mr. Way, native of St. Davids, Pa., 
and graduate ee University of Pennsyl- 
vania, entered the insurance business in 
1937. He served five years in the U. S 
Army, receiving his discharge as a lieu- 
tenant-colonel. Following field service 
with other companies, he joined the 
staff of America’s Philadelphia office in 
1948. In 1952 he was transferred to the 
home office and elected an assistant 
secretary. 

Mr. Way has been serving as field 
supervisor for Kentucky, Mississippi, 
Ohio and Tennessee, and his successor 
in this position will be announced 
shortly. 


W ould License N. Y. Rating 
Organization in California 


Attorney General Edward Brow of 
California in response to a request from 
Insurance Commissioner John R. Ma- 
loney, has rendered an opinion that the 
National Insurance Service and Advisory 
Organization, a New York organization, 
“is and should be licensed as a rating 
organization under the California law if 
certain changes are made in its rating 
plan respecting California risks.” 

The opinion, written by Deputy At- 
torney General Harold Haas, after an- 
alyzing the questions submitted by the 
Insurance Commissioner, said: “It would 
appear that this is a rating organization 
under our California law since it clearly 
participates actively in the making of 
rates.” 

The Advisory Organization, in making 
its application for a license stated sev- 
eral requirements in the California law 
that it could not accept and would not 
waive its right to legal action.’ 
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J. E. Gay, Jr., Elected 
Regional Vice Pres. 


INSURANCE ADJUSTERS 


At Association’s Annual Meet; Heads 
Firm of Gay & Taylor, Adjusters; 
Active in Committee Work 


Gay, Jr., independent insur- 
ance Winston-S No 
was elected regional vice president of 
the the Na- 
tional Association of Independent Insur- 
recent annual 
held in Atlantic City, N. J. 

North Carolina, Mr. Gay 
attended the public schools in that 
state; later the Emory and Henry Col- 
lege, Emory, Va.; the Eastman School 
of Business, Poughkeepsie, N. Y.; Trin- 
ity College (now Duke University) at 
Durham, N. C.; and the University of 
Maryland where he studied law. He is 
admited for practice in Maryland and 
North Carolina. 


With F. & D. and Ocean & Columbia 


For seven years he was employed by 


OF 


James E. 


adjuster of Salem, 


southeastern division of 


ance Adjusters at its 
meeting 


A native of 


the Fidelity & Deposit Co. of Mary- 
land in the home office at Baltimore; 
following that, he worked in the home 


office of the Ocean & Columbia in New 


York until 1922 when he returned to 
North Carolina as claims attorney for 
those companies in North and South 
Carolina. 

Mr. Gay maintained that position un- 
til resigning in 1930 at which time he 
organized Gay & Taylor, Adjusters. The 


firm’s first office was in presage ey 
and in 1931 two offices were added in 
Charlotte, N. C., and Greensboro, N. C., 
and since that time the firm has steadily 


progressed until they now have 16 of- 
fices. Next year will mark the firm’s 
25th anniversary. 

Before being elected to his present 
post Mr. Gay had served on various 
committees of the National Association. 


L. C. ROSENKRANS RETIRES 
Resident Vice-President of F. & D.’s 
Washington Service Office; W. M. 

Kroll, His Successor 
retirement of L. C. Rosenkrans, 
vice president in charge of 
ington service office of the 
Fidelity & Deposit Co. and American 
Bonding, has been announced. At the 
same time, it was disclosed that William 
M. Kroll, manager of the Washington 
branch, was promoted to the position 
of resident vice president in charge of 
both the service office and the branch. 

Mr. Rosenkrans’ retirement, under 
provisions of the companies’ retirement 
program, brings to a close a 30-year 
surety career, nearly all of which was 
spent in the Washington offices of the 
F.& D. and A.B. Co. In 1928, having 
risen to the position of manager of the 
branch, he was named to a_ similar 
capacity in the service office, becoming 
resident vice president in charge of the 
latter in 1933. 

Mr. Kroll first joined the companies’ 
Washington branch in 1921, and has 
been associated with that branch for a 
total of more than 20 years, nine of 
them as manager. He has served 
in yt capacities in the New Orleans 
and Kansas City offices of the two com- 
ose Mr. Kroll is a native of Cum- 
berland, Md., and was educated at 
George Washington University. He re- 


The 
resident 


the Wasl 


also 


cently was elected to the executive com- 
mittee of the Insurance Managers Asso- 
Washington. 


ciation of 


Traffic Deaths Reduced 
7% on July 4 Weekend 


TOLL DROPS FROM 192 TO 179 


“Slow Down and Live” Campaign Re- 
ports “Remarkable” Results; Deaths 
Decrease in Seven States 


Reports from the 24 states participat- 
1954 summertime highway 
“Slow Down and Live,” 


ing in the 
safety campaign, 


show a reduction of nearly 7% in traffic 


deaths for the July 4th weekend as 
compared with the same holiday last 
year. 

Highway deaths in the region, which 
includes every state from Maine to 
Texas, totaled 179 this year. Last year’s 
figure was 192. 


The reduction, according to Captain C. 


E. Taylor of Florida, chairman of the 
Southern State Safety Coordinators 
group, and Paul E. Burke of Maryland, 


State 
be- 


Northez astern 
“remark: ible” 


chairman of the 
Safety Coordinators, is 
of the length of this year’s holi- 


cause 
day. The coordinators pointed out that 
the July 4th weekend covered a full 


three days. Last year’s was listed offi- 
cially as a two-day holiday. 


Seven of the pe irticipating states 
showed decreases in the numbers of 
deaths this year. They were Arkansas, 


Kentucky, Louisiana, Massachusetts, 
New York, Tennessee and Virginia. 
Seven States Show Increases 


Seven other states, Alabama, Maine, 
Maryland, New Hampshire, New Jersey, 
Texas and West Virginia, held even 
with the toll of a year ago. The states 
of Connecticut, Delaware, Florida, Geor- 
gia, Mississippi, North Carolina, Rhode 
Island, Pennsylvania, South Carolina 
and Vermont reported increases. 

In announcing the figures, Captain 
Taylor and Mr. Burke said, “This is a 
remarkable record in view of the dif- 
in the periods of time covered 


ference : c 
by the two holidays. We must remem- 
ber that the 1954 Independence Day 


weekend offered 45% greater exposure 
to traffic hazards in point of time than 
did last year’s weekend.” 

This is the second consecutive 
summer holiday during which the 
Down and Live” states showed 
tions from the 1953 death figures. 
ing the Memorial Day weekend 
states experienced a 16% reduction 
compared with last year. 


1954 
“Slow 
reduc- 

Dur- 
the 

as 


ADVISORY “UJ” ENDORSEMENT 
Adopted by Pacific Coast Advisory Assn.; 
Form Prepared by Hedra, Mc- 
Aleavey and McGee 

Pacific Coast Advisory Association, the 
new West Coast rating organization, 
has activated its functions recently, the 
action coming through the adoption of 
an advisory unsatisfied judgment en- 
dorsement for the automobile liability 
policy. 

The form was prepared by a commit- 
tee composed of C. R. Hedra, vice presi- 
dent, Pacific Indemnity Co.; George A. 
McAleavey, casualty manager, Founders 
Insurance Co.; and William H. McGee, 
president, Pacific Automobile Insurance 
Co. The committee’s form was reported 
to the governing committee and adopted, 
and now is being disseminated to mem- 
bership of the Association. 

The Association now is developing 
statistical information on the new form 


and this information will be furnished 
the members of the Association in an 
advisory manner. 








PLAN TEXAS WORK SECTIONS 


Patterned After American Bar Assn.; to 
Solve Problems for Industry; Result 
of Unfavorable Fublicity 

With an organizational plan patterned 
after the American Bar Association, ma- 
jor branches of the insurance business 


in Texas are currently considering the 
advisability of forming sections to work 
out problems for each group and for 


the business as a whole as a result of 
unfavorable publicity flowing from re- 
cent company failures. 

This is the over-all proposal an- 
nounced recently by the steering com- 
mittee of 18 executives, who set up a 
temporary organization at a meeting in 
Dallas, following appeals from members 
of the Board of Insurance Commission- 
ers for an industry-wide program. 

At present each segment of the busi- 
ness is to decide its willingness to par- 
ticipate in a general organization, re- 
porting its action to the newly named 
chairman of a constitution and by-laws 
subcommittee, who in turn is to call a 
general meeting by September 1 at the 
latest on permanent organization. 

Austin F. Allen, president of the Texas 
Employers Insurance Association, Dallas, 
was named chairman of the drafting 
subcommittee. The officers of the steer- 
ing committee are: Earl W. Gammage, 
Pan American Casualty, and Travis T 
Wallace, Great American Reserve, as co- 
chairmen, and Robert C. Sneed, at- 
torney for Texas mutual life companies, 
secretary. 


Bituminous Casualty Corp. 
To Open Milwaukee Office 


The Bituminous Casualty Corp. of 
Rock Island, Ill., has announced to forth- 
coming opening of a new branch office 
in Milwaukee, Wis., on August 2. The 
office will provide complete underwrit- 
ing, claims, engineering, and auditing 
service for that state. 

R. T. Ohlweiler, who has been manager 
of the Richmond, Va., branch, for the 
past six years, will take charge of the 
new office. 

The company also announced the pro- 
motion of V. L. Willet from assistant 
manager to manager of the Richmond, 
Va., branch office. Mr. Willet has been 
associated with the Bituminous organi- 


zation since 1942. He was recently 
elected president of the Casualty & 
Surety Underwriters’ Association of 


Virginia. 


A. J. Reed, Glens Falls V. P., 
Dies After Long Illness 


Albert J. Reed, vice president of the 
Glens Falls, Glens Falls Indemnity and 
Commerce Insurance Cos., died July 24 
after a long illness. He was in direct 
charge of the workmen’s compensation 
and liability department as well as in- 
spection and pay roll audit departments. 

Mr. Reed was among the first em- 
ployes to join the Glens Falls Indemnity 
upon its organization in 1927 when he 
was appointed supervising underwriter. 
Two years later he was elected sec- 
retary of the Indemnity Co. 

In August, 1949, he was advanced to 
vice president and the following year 
became a vice president of the Glens 
Falls Group. His insurance career be- 
gan 44 years ago, having been associated 
with companies in Montpelier, Vermont, 
rele Connecticut, and New York 
Aty. 


FEDERAL EMPLOYE H. & A. BILL 

U. S. Senator Frank Carlson (Rep. 
Kansas) on July 27 introduced a bill in 
Congress to implement the Administra- 
tion proposal for a voluntary contribu- 
tory program of health and accident in- 
surance for Federal employes. It is esti- 
mated coverage would be written by pri- 
vate carriers and would amount to well 
over $100,000,000 in premiums annually. 


Ray Murphy to Receive 
George H. Tyne Award 


FOR INDUSTRY CONTRIBUTION 

Federation of Insurance Counsel 

Present Award at 14th Annual 
Convention, August 21 to 24 


to 


Ray Murphy, general counsel of the 
Association of Casualty & Surety Com- 
panies, is soon to be the recipient of the 
George Henry Tyne Award which is 
given annually by the Federation of 





RAY MURPHY 


Insurance Counsel for outstanding con- 
tribution to the insurance industry. The 
announcement was made by Kent H. 
Meyers of Cleveland, Ohio, president of 
that Mr. Murphy will be 
presented with the award at the Federa- 
tion’s 14th annual convention to be held 
at Milwaukee, Wisc., August 21 to 24. 

In making the award, Mr. Murphy has 
been cited for the able guidance of the 
Casualty & Surety Association through 
the difficult adjustment period following 
the SEUA decision and the resultant 
mass of state insurance regulatory legis- 
lation. He was active as a representative 
on the all-industry committee in fram- 
ing much of that legislation. 

During 1953 and 1954, he was in the 
vanguard of the fight against Governor 
Dewey’s compulsory automobile insur- 
ance legislation in New York and his 
efforts contributed immeasurably to its 
defeat in both years. 


Gold Medal Award 


Mr. Murphy received the General In- 
surance Brokers’ Gold Medal award in 
New York last October, 1953, for ren- 
dering “most meritorious service to the 
insurance industry. 

Born in Dubuque, Iowa, he received 
his secondary education in Ida Grove, 
Iowa. He received his LL.B. degree 
from the University of Iowa. He was 
a member of Phi Delta Theta social fra- 
ternity and Phi Delta Phi legal fratern- 
ity. Mr. Murphy was active in public life 
in lowa, beginning as city attorney for 
Ida Grove, county attorney for Ida 
County, chairman of the Iowa State 
Board of Parole, chairman of the Iowa 
State Board of Assessment and Review, 
and lastly, lowa Insurance Commission- 
er from 1935 to 1938. 

Mr. Murphy gained national recogni- 
tion as past National Commander of the 
American Legion in 1935-36. He left 
Towa in 1938 to become assistant general 
manager of the Aoetoe of Casualty 
& Surety Cos., in New York, and par- 
ticularly his ciicilaee as an Insurance 
Commissioner, qualified him for his du- 
ties, not only in the field of insurance 
regulation but also the general field of 
public relations. 


organization. 
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].M.Wickman RecountsMutualof N.Y. 


Experience In Accident & Sickness Field 


Answers Recent Industry Criticism; Discloses MONY’s Phil- 


osophy of Renewal; Cites Company’s Small Percentage of 
Cancellations and Gives Reasons for Action Taken 


By ArtHurR E. O’LEary 


With the object in mind of getting a 
first-hand account of the experience of 
one of the largest life companies that 
has entered the A. & S. field in the past 
few years, this reporter of THE EASTERN 
UNDERWRITER interviewed J. M. Wickman, 
accident and sickness manager of the 
Mutual Life of New York, on the results 
of that company to date. Mr. Wickman 
placed particular emphasis on the recent 
criticism directed at the A. & S. industry 
responded to critics by quoting 
Congressman C. A. Wolverton (N. J.), 
who is chairman of the House Committee 
investigating health insurance. Mr. Wol- 
verton said: “When the fact is consid- 
ered that millions of such policies have 
been issued, the total number of com- 
plaints amount to less than a ‘drop in 
the bucket’. This is a remarkable show- 
ing in favor of the accident and sickness 
business. 

“First of all,” said Mr. Wickman, “we 
should realize that responsible people 
who examined the record of the industry 
are aware of the fact that the recent 
series of newspaper articles, which un- 
fortunately put the business in an un- 
favorable light, does not reflect the full 
picture of how the public has been treat- 
ed.” He went on to say that little has 
been said about the alleviation of suffer- 
ing—physical and mental—that A. & S. 
insurance has accomplished—money to 
pay medical and hospital bills, to pro- 
vide food, rent and clothing during peri- 
ods of disability, enabling the individual 
to be self- reliant and secure even though 
ill health or an accident interrupts his 
earning ability. 


and 


North Carolina Ins. Dept. Survey 


Mr. Wickman also pointed to a survey 
made by the North Carolina Insurance 
Department concerning the treatment ac- 
corded policyholders whose policies are 
cancellable or renewable at the option of 
the companies. This survey showed that 
“only one quarter of 1% of all commer- 
cial & S. policies in force in the 
entire country were terminated by the 
insurer.” He told the writer, “On the 
basis of this it can be seen that cancella- 
tion is a mighty rare occurrence, especi- 
ally when it is remembered that this 
includes cancellations for reasons which 
every honest person will recognize as 
being just and proper, such as for over- 
insurance, malingering, fradulent claims, 
and the like.” 

THE EASTERN UNDERWRITER asked Mr. 
Wickman to tell about the experience of 
Mutual of New York since the company 
entered the A. & S. field in 1952. He 
explained: “On June 2, 1951, when the 
officers of the Mutual Life recommended 
to the board of trustees that the com- 
pany enter the accident and sickness 
business, the following statement was in- 
cluded in the comprehensive report: ‘It is 


recommended that, although accident and 
sickness policies are written on a can- 
cellable basis, renewals be administered 
on a basis which will make them virtually 





J. M. WICKMAN 


non-cancellable unless, of course, unjusti- 
fied claims develop in individual cases.’ 


Cancellation Only When Absolutely 
Necessary 


“Again, on April 1, 1952,” continued 
Mr. Wickman, “when we began opera- 
tions, the renewal policy of the company 
was clearly stated in the general an- 


nouncement to the entire field force. 
This announcement said in part: ‘It is 
our intention to refuse renewal only 


when it is absolutely necessary, and we 
expect the number of such cases will be 
very small.’ Now, after two years of 
operation, we feel that these statements 
are still sound and require no modifi- 
cation. They represent our renewal pol- 
icy today in practice just as they indi- 
cated our objectives before we actually 
got started.” 

Mr. Wickman brought out that Mutual 
of New York has about 18,000 policies on 
its books and that in the first two years 
of operation, 1,742 claims have been paid 
for a total of $250,000. In this connection 
he said: “After reviewing these claims 
and other cases selected prior to renewal, 
we refused to renew only 16 policies. 
This number represents a very small 
percentage of our exposure, or of the 
cases we examine.” 


Modification of Coverage Offered 


In addition to the outright refusal to 
renew, Mr. Wickman said that there 
were also 16 policies wherein modifica- 
tions of coverage were offered. These 
modifications, he explained, represented 
either changes in occupational classifica- 
tion, or reduction in amount of coverage 
due to purchase of other coverage, or 
reduction in income. He emphasized 
that in 11 cases the insured elected to 
continue the policy by acceptance of a 
waiver for a condition that existed prior 
to issue, or agreed to a modification com- 


(Continued on Page 28) 


Lorimer in New York Tells 
How to Double A. & H. Sales 


Frederick G. Lorimer, insurance bro- 
ker at 30 Church Street, New York, who 
A. & H. 


the 


has specialized in selling for 
the past 14 years, is 
book, “Double Your Income Selling Ac- 
cident & Health Insurance,” which 
already met with a popular 


The appeal of the book is that it is 


author of a 


has 
demand. 


based on Mr. Lorimer’s tested sales 
ideas in creating an interest in A. & H. 
protection among his clientele of over 


800 business and professional men and 
their families. 
The book 
ideas and angles on each of 
major income protection lines: accident, 
A. & H., hospitalization and major medi- 
cal expense. Each chapter points out 
the ways to build successfully and to 
maintain a healthy and growing clien- 
tele; how to make a living income from 
the very first day, how to prospect for 
clients, what to say to seH each of the 
four kinds of insurance, how to meet 

and overcome a customer’s resistance. 

Mr. Lorimer also advises on the best 
way to deliver policies, how to handle 
claims most effectively, how to keep 
from getting in a slump, and how to 
get out of a slump, how to keep records, 
how to provide yourself with a periodic 
yardstick of achievement in building 
premium volume, and what must be 
done each week to meet the desired 
goal at the end of the year. 

Mr. Lorimer, born in Aberdeen, Scot- 
land, was graduated from Burnett’s Col- 
lege in that city. He came to the United 
States for a visit, and liked this country 
so much that he decided to remain here 
permanently, settling in New York. He 
sold life insurance for 18 years before 
entering the A. & H. field. 

The book is published by the Pageant 
Press, Inc., New York, and sells for $2.50 
per copy. 


contains dozens of sales 


the four 


McKinnon Names Chairmen 


Of International Committees 

Leonard McKinnon of McKinnon & 
Mooney, Flint, Mich., president of the 
International Association of A. & H. 
Underwriters, has released the names of 
approximately half of the organization’s 
committee chairmen for the 1954-55 as- 
sociation year. Included are the follow- 
ing: 

Public relations, Clifford McDonald, 
International Fidelity, Dallas, and Earle 
Bennett, general agent Provident Life & 
Accident, Tampa, Fla. 

State Association membership, How- 
ard Nevenon, general agent, Washing- 
tion National, Los Angeles. 


DISC promotion, Charles Ray, mana- 
ger, A. & H. department, Indianapolis 
Life. 


Speakers’ bureau, Roy A. MacDonald, 
director of company relations, Health & 
Accident Conference, Chicago. 

Annual meeting, O. D. Harlan, Harlan 
Agency, San Antonio; Albert H. Woh- 
lers, Youngberg-Carlson Co., Chicago; 
and Ray Wicker, World Insurance Co. 

Thirteen additional committee chair- 
men will be announced in the coming 
week, Mr. McKinnon promised. 


Mutual of Omaha Sponsors 


Sports Television Program 
Starting Friday, July 30, on NBC-TV, 
Mutual of Omaha will sponsor a new 
television program, “Greatest Moments 
in Sports,” starring news and _ sports 
commentator, Walter Kiernan. The 
— will be heard on some 100 out- 
ets. 
Mrs. Babe Ruth will be the guest on 
the opening show, which will feature 


film clips showing Babe Ruth’s fare- 
well to baseball. The program will be 
heard 10:30-10:45 p.m. DST 








Bureau Cos. Clarified 
On Louisiana A.&H. Bills 


WADE O. MARTIN CONSULTED 


Four Bills, Effective July 28, Govern 
Advertising, Cancellable and Non- 
Can. Ins.; Notices and Defenses 


The resultant confusion in 
dent health 
cent regulatory legislation of the Louis- 
iana legislature was clarified by the Bu- 
Accident & Health Underwriters 
member 





acci- 
the 


the 


and business from re- 


reau of 
for its 
sultation with Louisiana Insurance Com- 
Martin. 

The legislative package of 
which sets up requirements for the ad- 
vertising, the cancellation and _ non- 
renewal, the inspection and surrender of 
notice, and the time limit of certain de- 
fenses of individual accident and health 
policies, became effective July 28. It 
governs all policies being sold in the 
state. 

The Bureau requested Commissioner 
Martin for information on the enact- 
ments for the guidance of its member 
companies. In response the department 
at once made it clear that in regard to 
the law amending the misrepresentation 
and false advertising section of the Fair 
Trade Practice Law it would be proper 
for a company to use stickers on adver- 
tising material in bringing it into agree- 


companies after con- 
missioner Wade O. 


four bills, 


ment with the requirements of the 
statute. 
As for the law requiring the carrier 


to print prominently on the first page 
of all cancellable or non-renewable Term 
policies a statement of same, the Bureau 
reported that the statute did not apply 
to non-cancellable policies nor to can- 
cellable or non-renewable policies that 
already conformed to the December, 
1952, cancellable or non-renewable rec- 
ommendation of the NAIC. It further 
advised that a rubber stamping on the 
face of the policy with the wording, 
“This policy is cancellable by the com- 
pany” or “This policy is renewable at 
the option of the company,” would meet 
the statutory requirements. 


A Problem in Compliance 
the inspection 
seems to cre- 


dealing with 
notice, 


The law 
and surrender of 
ate a problem in compliance, particu- 
larly in the case 9 machine vending 
travel policies. The law without creating 
a legal presumption in favor of the 
policyholder allows him 10 days from 
the date of receipt to demand a refund 
of premium for any misrepresentation of 
the policy. It further requires that such 
a notice be attached to all individual 
accident and health policies sold in the 
state. 

The policy language committee of the 
Bureau, which works to draft advisory 
language to companies in con- 
forming with statutory deviations, 
presented to the Louisiana Insurance 
Department a version of alternative 
language in addition to the statutory 
rider to conform policies to the ten-day 
“free look” bill. The department de 
clined to give prior approval to alterna- 
tive versions on a blanket basis, al- 
though the Bureau advises that compa- 
nies wishing to take advantage of the 
latitude permitted by law should not 
hesitate to file such language with the 
department at the earliest opportunity. 
The Bureau further stated that it may 
be possible for companies to incorporate 
this required notice in a letter of wel- 
come to new policyholders, since the 
department would consider the text of 
such letter on its individual merits. 

Although companies have the option 
of using other statutory language to ef- 
fect compliance of the ten-day notice 
statute, to do so requires prior approval 
by the Insurance Department of the 
language which the company desires to 
use. The Bureau has advised its mem- 
ber companies that, if the company uses 
the statutory language, it can proceed 
to effect compliance immediately and 

(Continued on Page 28) 
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Canada H.& A. Inaugurates MobileSales 
Unit As First Of Proposed Fleet 


Canada Health & Accident Assurance 
Corp., Waterloo, Ontario, has adopted 
what its president, Earl Putnam de- 
scribes as the “most advanced insurance 
merchandising plan in operation on the 


continent.” It has inaugurated insur- 
ance selling from a station-wagon and 
trailer unit, which is virtually an office 


on wheels. 

This unit will be serviced by between 
15 and 18 company representatives. 
Agencies throughout Canada are being 
urged to combine in operating such units 
and it is hoped that early in 1955 there 
will be a fleet of these mobile sales 





lic of the date of its arrival. Local serv- 
ice clubs, police and safety authorities 
will be contacted and will be invited to 
join with the Canada Health & Accident 
representatives to promote a safety cam- 
paign. The trailer contains a public ad- 
dress system equipment and a loud 
speaker which are invaluable in a cam- 
paign of this type. 


Publicity Center 


While the unit is located in the area 
all promotional matter will be sent out 
from it. Radio spot announcements and 
newspaper advertisements will be used 


The first Canada Health & Accident Assurance Corp.’s mobile sales unit is prepared 
for coast-to-coast operation. Company plans are being formulated to extend this 
type of operation to the United States. 


offices doing business from  coast-to- 
coast. 


To Extend to U. S. 


Present plans call for the adoption of 
this type of sales in the United States, 
once the company is firmly established 
there, Canada H. & A. will establish 
branches in the middle-western states 
soon after January 1, 1955. 

The station wagon-trailer unit is 
painted yellow with the company name 
and sales mottoes lettered in black. It 
carries an adequate supply of sales ma- 
terial, direct sales pieces, applications 
and other documents necessary for the 
sale of insurance. This unit will cover 
areas not now serviced by an established 
agency. Comprising the crew will be a 
crew captain, four or five experienced 
salesmen, four or five inexperienced men 
and some newly recruited sales force 
to bring the total personnel up to 15 
or 18 men. 

Previous to the visit of the unit to a 
selected district a campaign of advertis- 
ing will be carried out to notify the pub- 


S. CAROLINA GEN’L AGENTS 


BARE Appoints Burns & Burns; to In- 
clude Life, Health & Accident, and 
Hospitalization Coverage 

Burns & Burns, 
been 
South 


tion of Railway 


, have 
for 


Greenwood, S 


appointed as general agent 


Carolina by the Benefit Associa- 
Employes, Commercial 
Division. The agency, org: anized by J. 
C. Burns, Jr. and V. M. Burns in 1950 
to serve independent insurance agents in 
the Southeastern territory, has been pri- 
marily active in fire, automobile and 
casualty insurance, in which field J. C. 
Burns, Jr., has been engaged since 1928. 
The agency is currently servicing 135 
independent agents in North and South 
Carolina and Georgia. 

The appointment as general agents for 
the Benefit Association’s Commercial 
Division will round out the agency’s 
service to include the new complete line 


of Benefit Association life, health and 
accident and hospitalization insurance 
coverage. A new office building under 


construction now in Greenwood, S.C.,, 


in supporting roles. 

“Our company, Canada H 
cident Assurance Corp., 
experience in wholesale 
than any other on the continent both 
from underwriting and as to methods 
of recruiting and general promotional 
part of the crew unit itself,” said Mr. 
Putnam, in making the announcement 
of the new merchandising plan. “We 
have long felt, however, that our opera- 
tions should be completely mobile and 
with this in view we have instituted this 
trailer office system. 

“Through the use of this trailer unit 
set-up and its subsequent campaigns 
selling resistance should be enormously 
reduced. It will completely do away with 
the cold canvassing of an area. 

“We are urging our larger agencies 
across Canada to combine, in one or 
two groups, and operate such units. By 
this means we hope to have a fleet of 
offices on wheels available next year. An 
added benefit is that this plan can be 
extended to the United States once we 
are firmly entrenched there.” 


ealth & Ac- 
has had more 
or crew selling 





3urns & Burns will be occupied in the 
early fall to accommodate this new ex- 
panded activity. 

The Benefit Association of Railway 
Employes inaugurated its Commercial 
Division in January of this year, under 
the direction of John H. Lumley, vice 
president, to make available for the first 
time in its 4l-year history, individual 
health, accident, hospitalization and life 
insurance to families outside the rail- 
road industry. New coverages include 
lifetime disability contracts that provide 
one-year non-confining sickness provi- 


sion which may be extended to two 
years, a professional and own-occupa- 
tion five-year accident and two-year 


sickness policy, new individual and fam- 
ily group hospitalization coverages as 
well as the Benefit Association’s com- 
plete line of life insurance. 

General agency appointments are now 
being made throughout the 44 states in 
which the Benefit Association operates. 
Robert W. Lindsley, director of sales 
of the commercial division, reports a 
number of appointments will be an- 


nounced effective September 1. 








INTERNATIONAL’S 1955 MEETING 


Silver Anniversary Gathering of A. & H. 
Assn. Set for Gunter Hotel, 
San Antonio, June 13-15 


The International Association of A. & 
H. Underwriters has selected the Gunter 
Hotel, San Antonio, as headquarters site 
for its silver anniversary convention, 
June 13-15, 1955. O. D. Harlan of the 
Harlan Agency, San Antonio, is general 
chairman of the convention committee 
on which are represented Albert H. 
Wohlers of Youngsberg-Carlson Co., 
Chicago, and Ray Wicker of the World 
Insurance Co., Omaha. 

Convention sub-chairmen from the 
Texas A. Association, hosts, have 
been announced by Chairman Harlan. 
All are from San Antonio, and include: 

A. D. Anderson, Occidental Life, as- 
sistant general chairman. Francis Sulli- 
van, American Hospital & Life, and C. 
as Crosby, American General, speakers- 
program-entertainment. W Bacon, 
Southern Union Life, finance. R. D. 
Penny, American Hospital & Life, re- 
ception and membership. Frank Powell, 


New York Life, registrations-reserva- 
tions. Marion Coulter, Washington Na- 
tional, and R. L. Gulley, Jr., Federal 


Security Life, printing and publicity. 
Also Ed Spear, Great American Re- 
serve, as liaison with life and A. & S. 
companies. John Pipes of Pipes & Co., 
liaison with general insurance. D. 
Farrell, Pacific Mutual, liaison with life 
general agencies. Rachel Malone, Amer- 
ican Hospital & Life, women’s division. 
Emerson Davis, Inter-Ocean, liaison 
with the International Association. John 
Delaney, American General Life, liaison 
with the Texas A. & H. Association. 


Louisiana A. & HL. Bills 


(Continued from Page 27) 


need not secure prior approval of such 
riders from the department. 
Sample Bureau Notice 

The rider should however be filed with 
the department as soon as_ practical 
after compliance has been effected. A 
sample notice for this purpose distrib- 
uted by the Bureau reads as follows: 

“Section 212 of Title 22 of the Louisi- 
ana Revised Statutes of 1950 in Para- 
graph (7) added by House Bill 554 
(effective July 28, 1954) prohibits any 
policy or contract of health and acci- 
dent insurance from being delivered or 
issued for delivery on risks in the state 
of Louisiana unless:” This wording is 
then followed by the full text of the 
new Paragraph (7). The Commissioner 
assured the Bureau that printing this 
notice in 10 point type and affixing it 
to the face of the contract would be 
Sz Aga goat compliance with the statute. 
The Bureau, in turn, advised its compa- 
nies that a printed name would suffice 
with form numbers and facsimile signa- 
tures optional. 

The fourth law of the package on the 
“Time Limit on Certain Defenses” 
merely brings Louisiana in line with the 
provision of the 1950 Uniform Individual 
Accident and Sickness Policy Provisions 
Law. The new statute then does not 
apply to policies conforming to the 
1950 law, but it does affect policies still 
adhering to the 1912 Standard Provi- 
sions Law. Such policies must be made 
to conform by a rider that incorporates 
all the usual requirements including the 
form number and the facsimile signa- 
ture. 








Mutual of New York's A. & 8. Experience 


(Continued from Page 27) 


patible with the current risk. 

It was pointed out that of more im- 
portance than the number of policies 
Mutual of New York refused to renew, 
were the reasons behind its actions. “The 
only instances when we have refused to 
renew policies,” explained Mr. Wickman, 
“have been where the insured by his 
own action '.s placed himself in a posi- 
tion that causes the risk to be greatly 
increased, or has demonstrated that he 
is not the type of individual we feel can 
be properly insured. In fairness to other 
policyholders and in order to be able 


a reasonable prem- 
ium, we feel that it is the responsibility 
of a company such as ours to eliminate 
such cases from our books.” 


to insure others at 


Reasons For Action Taken 


He enumerated the following list of 
reasons that will cause Mutual of New 
York to take action on a policy. To the 
right are indicated the number of policies 
acted upon in each category, the first 
column being those on which renewal 
was refused and the second being those 
which were modified. 


Renewal 
Refused Modified 
1. Misrepresentation or withheld information in application.. 8 6 
2. Presentation of a claim that involves fraud, malingering, 
collusion or gross exaggeration or “padding”...... Hoven es 0 0 
3. Deterioration of habits, morals, or reputation since policy 
ORC dicts soak See ens Ton coca s mw sete he Ee et eae ES RA a oe 1 0 
4. Foreign residence or frequent or prolonged foreign travel.. 1 0 
5. Change to a more hazardous occupation.................6. 0 8 
6. Unemployment. (Income policies only)................... ; 3 0 
7,\ OBAUCOd: ANCOME: 4445 .066cs so nn oes Biestipsnisiee © Seng ea ceeds Ae 0 0 
8. Purchase of other insurance which results in over-insur- 
Bure Ss... Sts Are Ne a eee ae ees: fists Sater eute eis 2 0 
9. Other—miscellaneous reasons which will arise too infre- 
quently to warrant a special classification, but which reason 
will be compatible with MONY’s philosophy of renewal.... 1 z 
No Refusal or Modification Because of than this device which permits us to 


Health of Insured 


“It is especially Mr. 
Wickman continued, 
have we refused to 
coverage because of a change in the 
health of the insured. We feel that our 
experience to date speaks more eloquent- 
ly than any mere words that we could 
pronounce.” 

He made it clear that Mutual of New 
York would continue to offer policies on 
the commercial basis, i.e. reserving the 
right to refuse renewal, “because we 
know of no satisfactory method other 


noteworthy,” 
“that in no case 
renew or modify 





eliminate the unscrupulous, the fraudu- 
lent, the malingerer and the chiseler. By 
harboring them we would be requiring 
our good policyholders to pay more for 
their insurance.” 

Summing up, Mr. Wickman declared 
that so far present MONY policyholders 
have saved more than $250,000 over what 
they would have paid under a non-can- 
cellable form. He closed the interview 
by saying: “We see nothing in the future 
now that should cause us to change our 
renewal policy and with a continuation 
of the submittance of high quality busi- 
ness it is certain that there will be none.’ 
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Continental Casualty 
Sponsors Health Tests 


TO DETECT CHRONIC ILLNESS 
Part of Joint Effort to Examine 900 
Union Members at Stockton, Calif.; 
May Change Group Ins. Concept 


A unique experiment in preventive 
medicine that may set an important na- 
tional pattern and cause revision of the 
whole concept of group insurance is 
being conducted in Stockton, Calif., this 
month. 

Sponsored jointly by Continental 
Casualty Co. of Chicago, the San Joa- 
quin County Medical Society and the 
International Longshoremen’s and Ware- 
housemen’s Union-Pacific Maritime As- 
sociation welfare fund, the experiment 
consists of comprehensive, multiphasic 
health tests for 900 union members. 

The purpose of the health tests is to 
catch the very earliest signs of burden- 
some and deadly chronic illnesses. 

This is the first time any such tests 
have been financed entirely by private 
funds, and Continental Casualty is the 
first insurance carrier ever to participate 
in such a venture. The tests represent, 
therefore, a significant innovation for 
the entire insurance industry. Continen- 
tal Casualty, carrier through its general 
group division for the Warehousemen’s 
union-management welfare fund, | will 
pay the costs of the pilot study for par- 
ticipants it insures. 

Detection of Chronic Illnesses 


The multiphasic examinations are ex- 
pected to detect early signs of such 
serious chronic illnesses as cancer, dia- 
betes, heart disease, tuberculosis, kidney 
trouble and a dozen other ailments. 
Early detection of these illnesses means 
a saving of lives, health and money. 

Union leaders stated that the program 
grew out of the conviction that a good 
health program must do more than 
make medical care available to sick peo- 
ple—it must prevent sickness whenever 
possible. They expect the Stockton tests 
not only to improve and protect mem- 
ber’s health, but in the long run, to re- 
sult in more money available for ex- 
panding insurance coverage to other 
health needs. 

The union also pointed out that the 
entire community of Stockton has a 
stake in this project, since chronic illness 
is often a community burden with its 
months and years of disability, loss of 
earning power and break-up of families. 

Spokesmen for the general group divi- 
sion of Continental Casualty said they 
did not contemplate participation in 
other screening programs at the present, 
since the Stockton tests are a _ pilot 
study. They consider early detection 
and treatment of chronic conditions an 
important means to raise the health 
standards of the group as a whole. They 
expect such treatment to reduce, in the 
next year and years to come, the number 
of serious and complicated chronic con- 
ditions which require extensive and ex- 
pensive care. 

Reduction of Claim Costs 

If their expectations are fulfilled, a 
mutual benefit will be a reduction in 
the dollars paid for claims, which in 
turn would mean more benefits available 
for the same insurance premium dollar. 

The San Joaquin County Medical So- 
ciety is organizing and conducting the 
tests. The society stated that chronic 
illness takes a tremendous toll in suf- 
fering, disability and premature deaths 
each year. Chronic illness is therefore 
the logical point of attack for an organ- 
ized program of preventive medicine. 

The doctors said that multiphasic 
health tests offer an excellent means 
of detecting chronic disease before 
symptoms appear, when much can be 
done to prevent disability. Early detec- 
tion and consequent early treatment 
have proved the best weapons thus far 
in the fight against chronic illness— the 
nation’s biggest threat to health. 

The tests will be given at one time 
and one place. They include a chest 
x-ray for signs of tuberculosis, lung 


ICT Insurance Co. Buys 


Florida Office Building 


The ICT Insurance Co., of Dallas, has 
purchased a modern, three- -story build- 
ing in Miami Beach, as regional head- 
quarters from which the company will 


serve Florida and neighboring states. 
The building, located at 6820 Indian 
Creek Drive, was completed in 1951. The 
property includes two additional lots 
which will be used for parking and for 
future expansion of the existing build- 
ing. The Miami Beach Board of Real- 
tors has valued it in excess of $500,000. 

BenJack Cage, president of ICT, said, 
“The acquisition of this property is part 
of a program of expanded service to our 
agents and policyholders in the south- 
east.” He stated that the company ex- 
pects to occupy the building by August 
1 and will employ some 150 people. 





cancer and some types of heart disease; 
blood and urine sugar content for dia- 
betes; blood pressure for heart and cir- 
culatory ailments; urine albumin for 
kidney trouble and eye tests for vision 
defects. Also included are a_ blood 
serology, height and weight checks to 
be evaluated against other tests, and a 
medical questionnaire for indication of 
other potential chronic illnesses. 

Results Are Confidential 

Results of the tests are confidential. 
Each participant will give the name of 
his family doctor at the beginning of 
the tests, and if anything abnormal is 
developed in a test, the results will be 
turned over to the family doctor. 

It will be up to the union member's 
family doctor to give further tests if 
necessary, and to diagnose and treat the 
illness. 

Somewhat similar tests have been 
given before by Government agencies. 
Multiphasic health tests have also been 
given on an individual basis before, but 
this is very costly. Through the mass 
health tests at Stockton, private enter- 
prise may open a new path to economi- 
cal, feasible health protection for the 
nation. 


Non-Cancellable and 
Guaranteed Renewable 


HEALTH & ACCIDENT INSURANCE 

















Participating 


LIFE INSURANCE 





Excellent Agency Opportunity 


We have an opening for an experienced casualty and surety 
underwriter. Ours is an agency in Rochester, N. Y. whose 
annual production is over $1,000,000. With the emphasis on 
quality, our new underwriter must be a thoroughly trained, 
seasoned man of between 30 and 40 years of age. Do not 
answer this ad unless you are in that category. Please state 
educational background and training, and if you hold a New 
York State license; also give references. Address Box 2261, 
The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 











E. L. Bigelow Elected 
Trustee of Employers’ 


The Employers’ Group Associates, re- 
cently announced the election of Ed- 
ward L. Bigelow, president of the State 
Street Trust Co., as a trustee of the 
Employers’ Group Associates and a di- 
rector of American Employers’ Insur- 
ance Co. and the Employers’ Fire In- 
surance Co. He will succeed the late 
Charles Francis Adams. t 

Mr. Bigelow has been associated with 
the State Street Trust Co. since 1934 
and has been its president since 1950. A 
resident of Chestnut Hill, Mass. he was 
graduated from St. Mark’s School in 
1917 and from Harvard College in 1921. 

In addition to being active for years 
in Greater Boston Red Feather organi- 
zation work, Mr. Bigelow is a director 
of the United Fruit Co., a trustee of 
Wellesley College, the Provident Insti- 
tion for Savings and the Children’s Hos- 
pital. 

He served briefly in World War I and 
for three years in World War II, both 
as a civilian in the OSS and as a lieu- 
tenant-colonel in the Army. He was 
honored by Great Britain with the Or- 
der of the British Empire for his service 
to the Allied cause. 


Established 1901 





Zurich-American Completes 


Detroit Branch Building 

The Zurich-American Insurance Com- 
panies have just completed construction 
of a new building to house their Detroit 
branch office. August 2 has been set as 
the date for the grand opening, accord- 
ing to Branch Manager Robert V. 
Branion. 

The one-story red brick building, oc- 
cupying an entire block on Seven-Mile 
Road between Gilchrist and Hensley, 
contains 12,000 square feet of floor space. 
It is constructed so that a second story 


can be added when additional space is 
needed. 

Air conditioning, fluorescent lighting, 
and sound absorbent ceilings are fea- 
tures of the new building, which also 
contains a lunch room for employes. 


The building site includes a parking area 
large enough to accommodate 50 cars. 

The Detroit branch had outgrown its 
quarters in the downtown area as a re- 
sult of expanded activities and increased 
volume. A study of the various factors 
involved in the operations of the office 
indicated that it would be advantageous 
to build in an outlying area rather than 
seek: additionz al downtown space. 


W. S. Price eererae 25th 
Anniversary With F. & D. 


William S. Price, vice president in 
charge of the Houston branch of the 
Fidelity & Deposit Co. and American 
Bonding, completed 25 years with those 
companies on July 29. 

Mr. Price left a private law practice 
to join the home office claim department 
of the F. & D. and its affiliate, and later 
became a field claim attorney for the 
two companies. He was named special 
representz itive in their Louisville branch 
in 1937, and was appointed manager of 
the Houston branch in 1939. He became 
resident vice president in Houston in 
1948, and was elected a vice president 
of the Ae seg inies four years later. 

Mr. Price is a native of Rocky Mount, 
Va., and was educated at Washington & 
Lee University and Vanderbilt Univer- 
sity. He is a member of the state bars 
of Virginia, Georgia and Kentucky and 
the Virginia bar association. Other mem- 
berships include the Houston Chamber 
of Commerce, Houston Club, Pendennis 
Club, Westmoreland Club, Brae-Burn 
Country Club. 


Revised Professional Liability 
Rates in North Carolina 


Revised rates for physicians’, sur- 
geons’ and dentists’ professional liability 
insurance became effective July 12 in 
North Carolina. The National Bureau of 
Casualty Underwriters announced the 
new rates on behalf of its member and 
subscriber companies. 

Rates have been increased for the 
physicians and surgeons classifications 
and reduced for the dentists classifica- 
tion. The chargé for partnership liability 
is revised from 50% to 3314% of the per 
person rate for each individual compris- 
ing the partnership. Charges for the 
employed physicians, surgeons and den- 
tists are also reduced from 50% to 
3314% of the rates for, respectively, the 
physicians, surgeons and dentists clas- 
sifications. 
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New Comp. Rules Do No 
Injustice to Claimant 


MARY DONLAN | ADVISES LABOR 


Addresses N. Y. Stsi Federation of 
Labor; Cites Opposition to New Proce- 
dures; Uaawrenants | Carrier’s Views 
the 9lst annual con- 
New York State Federa- 
tion of Labor, recently, at the Commo- 
dore Hotel, New York, Mary Donlan, 
chi rt nan of the New York State Work- 
men’s Compensation Board while refer- 
ring to the new hearing procedures re- 
cently instituted in compensation cases, 
pointed out to labor delegates present 
that “in all the welter of opposition from 
carrier and claimant representatives, not 
a single case has yet been presented in 
which the new procedures have worked 
any injustice to a claimant.” Miss Don- 
lan explained that she has asked that 
those with a proper interest in work- 
men’s compensation bring to the atten- 
tion of the Board any particular case 
where, because of the unusual or pecu- 
liar circumstances of that case, some in- 
justice seems to have been done because 
of the provisions of the new procedures. 

“No such case has yet been pre- 
sented,’ she declared. “Whenever one 
is presented, it will be gone into thor- 
oughly and I assure you that, so long 
as | am responsible for workmen’s com- 
pensation administration, every effort 
will be made to correct any situation 
that calls for correction. We shall not, 
however, be concerned to increase fees 
of doctors and lawyers and other repre- 
sentatives, whether of carriers or of 
claimants, at the expense of delays in 
benefit payments to claimants by virtue 
of protracted hearings.” 


Labor Leaders Should Understand 


Compensation 


Speaking ednk 


vention of the 


an reported an earlier warn- 
was a time when labor 
leaders, such as yourselves, should un- 
derstand the difficulties and problems of 
workmen’s compensation. 

“Contrary to the general 
she continued, “workmen’s 
tion law is not made by the 
referees. It is made by the 
and by the Courts, and the 
the referees are bound by a 
tional oath to uphold that law. 

“What has happened thus far has 
been good for workers,” she declared. 
“The Legislature has enacted liberaliz- 
ing workmen’s compensation bills and 
resisted the attempts to force through 
bills that may conservatively be termed 
a backward step in the state workmen’s 
compensation program. 

“The New York Courts. charged 
by law with the responsibility of con- 
struing workmen’s compensation legisla- 
tion, have, from the earliest decision in 
1915 adopted a generally liberal attitude, 
seeking to apply to particular cases the 
liberal spirit that was intended in work- 
men’s compensation. It is this liberal 
legislative and judicial policy that has 
made workmen’s compensation in New 
York State preeminent among all the 
states. It is this liberal policy that is 
now in danger.” 


Miss Donl 


ing that “this 


impression,” 
compensa- 
Board or its 
Legislature 
Board and 
constitu- 


Carrier Objections—Easy to Understand 


Earlier in her talk, Miss Donlan stated 
that it is easy to understand why some 
carriers object to these hearing proce- 
dures, which call upon the carriers to 
meet the precise letter of their statutory 
responsibilities. “It is easy to see why 
the carriers are complaining that, in or- 
der to pay benefits or controvert claims 
promptly and without delay, they must 
increase their work force. It is not sur- 
prising, therefore, that one carrier has 
already taken a case to the Court, seek- 
ing to have these new rules declared 
invalid.” 

The speaker went on to point out that 
“the substance of carrier objection to a 
single prompt trial hearing that will dis- 
pose of all controversy on one day, is 
that employers have some imagined and 
privileged right to turn referee hearings 


Ronan Celebrates 25 Years 


Joseph M. Ronan, supervising under- 
writer in the home office automobile de- 
partment, completes 25 years of service 
with the Hartford Accident & Indemnity 
on July 23. 

Mr. Ronan was born in Middletown, 
Conn., and graduated from Bulkeley 
High School in Hartford. Upon joining 
the Hartford Accident in 1929, he was 
assigned to messenger duties in the auto- 
mobile department. Subsequently he was 
made a rate checker, and in 1934 he was 
advanced to automobile underwriter. In 
1940 he assumed the position he now 
holds. 


DERCHIN SUCCEEDS FORD 

W. J. Derchin has joined the bonding 
department at the New York branch of 
Standard Accident to handle the under- 
writing of judicial and miscellaneous 
bonds. He succeeds W. McRea Ford, 
who retired from the company on July 1, 
1954, after 31 years of service. 





into fishing expeditions in order to use 
those hearings to meet their investiga- 
tory responsibilities. You may think this 
position so outrageous as to be prepos- 
terous. 4 

Miss Donlan indicated that it is easy, 
also, to understand the opposition of 
doctors who earn more fees when there 
are more hearings, and of lawyers and 
representatives who also have been ac- 
customed to larger fees because dilatory 
tactics have created more and more 


hearings. 

It is less easy to understand, Miss 
Donlan continued, criticism on the part 
of those whose single concern in work- 
men’s compensation is the welfare of 
the workers, for under the new hearing 
procedures—provided the carrier suits to 
invalidate them do not succeed—benefit 
payments will begin more promptly and 
controversies will be deicded more ex- 
peditiously. The new procedures are 
definitely good for the workers, she de- 
clared. 


FRANK LANG FORMS OWN FIRM 


In Management Consulting Field; For- 
merly With Assn. of Casualty & 
Surety Companies 
Frank Lang, formerly manager of the 
research department, Association of 
Casualty & Surety Companies, has 
formed his own management consulting 
firm, at 30 North LaSalle Street, Chi- 

cago. 

The firm will provide professional 
services on special management and 
marketing problems. Mr. Lang said spe- 
cial attention will be given to policy 
and operating problems of the insurance 
business. 

For the past several months Mr. Lang 
has been manager of the management 
consulting department of S. A. Bell & 
Co. and director of consulting and re- 
search services for the Central Report- 
ing Bureau. 


WIGELY PROMOTED BY ALLSTATE 
John G. Wigely has been appointed 
state filings manager in the home office 
product development and pricing de- 
partment of Allstate Insurance Co. 

Mr. Wigely joined the company in 
1950 as an underwriter in the Los An- 
geles branch office. In 1951, he was 
made underwriting manager. Previously, 
he had been with the Bank of America. 
He was a captain in the Army during 
World War II, serving in the China- 
Burma-India theatre. 


Isaacs and Cowley to Head 
Atlantic’s Casualty Dept. 


Edgar E. Isaacs and Charles F. Cow- 
ley will head the casualty operations of 
the Atlantic Companies, following the 
death of Louis R. Burbach, vice presi- 
dent. 

Mr. Isaacs will be in charge of the 
administration of casualty business with 
the exception of claims, and Mr. Cowley 
will be in charge of the administration 
of casualty claims. 
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Hearing Loss Claims 
Difficult to Validate 


PRESENT ECONOMIC DANGER 


Grimaldi Article Cites Growing Prob- 
lem; Authoritative Opinions Divided; 
Complete Data Lacking 


The problem of noise and _ hearing 
damage in industrial plants has been 
brought to an annoying degree of per- 
plexity because of the many unknown 
factors that have yet to be properly 
evaluated. John V. Grimaldi, director, 
industrial division, Association of Casu- 
alty & Surety Companies, arrives at 
this conclusion in an original article in 
the July issue of “Mechanical Engineer- 
ing,” official publication of the Ameri- 
can Society of Mechanical Engineers. 

The problem has been aggravated by 
a sudden increase in the number of 
claims filed for industrial hearing loss— 
claims that are difficult to validate be- 
cause of their complexities. The lack of 
reliable information on the subject, as 
evidenced by the wide separation of col- 
lected authoritative opinions, carries a 
threat of economic danger to the na- 
tion, the article states. 


Covers Three Phases 


Mr. Grimaldi covers three phases of 
the subject. They are the effects of 
noise in damaging hearing, in affecting 
human behavior, and in interfering with 
communication. 

Analysis of the first shows that hear- 
ing may also be impaired by aging and 
illness, that impairment caused by noise 
may be temporary, and that the effects 
of noise on hearing acuity must be 
analyzed with respect to both intensity 
and frequency. Other variables include 
the possibility of faulty procedures of 
testing either the environment or the 
hearing loss of an individual, variations 
of environmental noise, and individual 
susceptibility to hearing loss. 

It is believed, therefore, that even 
though it is not difficult to measure 
deafness, it is exceedingly difficult to 
separate the origin of the deafness and, 
without equivocation, charge industry 
with being solely responsible for it. 


Results Questionable 


Although it is believed highly prob- 
able that noise has some psychological 
influence on man, much of the experi- 
mentation is said to be poorly controlled 
and the results questionable. In gen- 
eral, studies that have been conducted 
with reasonable care indicate that psy- 
chomotor activities are not significantly 
affected by steady or expected noises, 
but that discontinuous noises are more 
disturbing. Some people have more tol- 
erance than others for noise. 

The effects of noise on safety, speed 
and accuracy of performance cannot be 
indicated conclusively without further 
research; however, noise that interferes 
with a worker’s ability to hear warning 
signals or recognize changes in normal 
sounds of machine operation is known 
to be a hazard to both machine and 
operator. For the present, there have 
been no expressions of recommended 
noise limits for the maintenance of safe 
performance environments, nor is there 
any evidence that consideration is being 
given the possibility of this factor. 

The most important phase of the noise 
problem is reported to be interference 
with communication because it may 
cause interruption of production, delays, 
and other general inefficiencies and in- 
creased costs. The author believes that 
speech interference levels, as measured in 
decibels, may have the same limits as 
those for hearing damage and_ psycho- 
motor effects. If so, the criteria for its 
control might be set “positively” in 
terms of what is needed for optimum 
production rather than “negatively” as 
a means for reducing the possibility for 
liability claims. 
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Make sure your clients beware of 


what 


» burglar 


leaves 





ost people don’t realize that theft insurance offers 
M vital protection against the damage a burglar 
leaves behind. Very often this damage caused by van- 
dalism and malicious mischief is more costly than the 
value of what the burglar has taken. 


Point this out to your clients when you’re telling them 


The Travelers 





HARTFORD 15, CONNECTICUT 









the advantages of a Travelers Residence and Outside 
Theft policy, and remind them that this broad coverage 


costs only pennies a day. 

Your nearest Travelers Casualty Manager will be happy 
to give you full details of all Travelers comprehensive 
Burglary contracts. 
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Are you the master of your car? 


ba ma is a favorite pastime for 
millions of Americans. . . espe- 
cially during summer when the coun- 
tryside is so inviting. However, since 
traffic is heaviest during summertime, 
long vacation trips . . . or short week- 
end drives . . . can be hazardous. 
Safety authorities say that motor- 
ing can be safer and more pleasant and 
relaxing if all drivers learn to keep 
their cars under control in varying 
road, weather and traffic conditions. 


No driver should ever “take the 
wheel” when preoccupied, confused or 
fatigued. When perception is dimmed, 
no one can be sure he can control his 
car. If you are planning a long vaca- 
tion tour, it is wise to keep the follow- 
ing facts in mind for your own safety 


and that of others on the road. 


The majority of accidents due to 
fatigue occur after long periods of 
driving. If long distances must be 
traveled in a day’s time, pace your- 
self to avoid getting tired. If you do 
feel tired, pull off the road and take 
a short nap. 


The competent driver always keeps 
control of his car by traveling at safe 
speeds. The rate of speed is still the 
greatest single factor in automobile 
accidents. In fact, if existing speed 
laws in every state were rigidly ob- 
served and enforced, many thousands 
of lives could be saved every year. 


For safer summer driving, here are 
other precautions to take: 


1. Follow other cars at a safe dis- 
tance. This distance, of course, should 
be increased at night or when the 
weather is bad. 

2. Always be alert for what other 
drivers may do, and try to anticipate 
their possible mistakes. 

3. Keep a sharp lookout for pedes- 
trians, especially at night and when 
passing through congested areas. 

4. Have your car regularly and thor- 
oughly checked by a competent me- 
chanic, especially before taking a long 
trip. 

If you are a relaxed and alert driver, 


and observe all traffic and safety reg- 
ulations, summer motoring can be fun. 
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Metropolitan Life Insurance Company 


(4 MUTUAL COMPANY) 


1 Madison Avenue, New York 10, N. Y. 





This advertisement is one of a continuing 
series sponsored by Metropolitan in the inter- 
est of our national health and welfare. It is 
appearing in two colors in magazines with a 
total circulation in excess of 32,000,000 includ- 
ing Collier’s, Time, Newsweek, Saturday 
Evening Post, Ladies’ Home Journal, Good 
Housekeeping, Cosmopolitan, McCall’s, 
American Magazine, Woman’s Home Com- 
panion, National Geographic. 
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